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Y., Under Act of 


Parts-Accessory Groups 
Urge Members to Support | 
Both National Car Shows! 


Point Out Opportunity of Presenting Their Products 
To Executives in Attendance at 
Exhibitions 


| 


By GEORGE L. BRUNNER (Chairman) 
M. E. A, National Shows Committee 

EW YORK, Aug. 24.—In the belief that the National 
Automobile Shows held in New York and Chicago each 

year have built up an interest in motor vehicles which is of 
tremendous value to the entire industry, the Motor and Equip- 
ment Association is planning to do its utmost to help make 
the 1952 shows completely representative automotive expo- 


sitions. ¢ 
car manufacturers, but they are| 1M BEARD, DEAD; 
HEADED USED CAR 
MARKET REPORTS 


just as important to other branches 
Chicago, Aug. 24.—Timothy D. 


of the indusiry. By concentrating 
the attention of the public and the 
Beard, general manager of the Na- 
Used Car Market “Report, 


press on the gorgeous new models 
| died yesterday when his automobile 





the shows cefinitely stimulate car 
Sales. This naturally means greater 
markets for every manufacturer and 
seller of automotive products. That 
alone ought to be reason enough to | tional 
gain for th: shows the support of 


every one connected with the in- | 
amie overturned near Holland, \)ch. Mr. 
There are, however, a number of + eon Aen time ae See his wee 
additional advantages which de-/| ‘rom Chicago to visit relatives in| 
rea lie oe Sete BA ; | Michigan. 
serve serious consideration by every i ee F ti 
manufacturer of original equipment, | |. . nae si Codes eae ~ a a 
accessories, service parts, tools, or |*°°8tY ° ae Chicago Automonile | 
| Trade Association and played a | 


shop equipment as well as the dis- 


tributors of such products. These | prominent part in building up that 


A | organizati ‘uneral services 
advantages consist of definite op- he . Id oe ei a t me a = 
|be hele ednesday a cottsville 
2»Ortunities to make important busi- | . , 
I I |}Mich. the former home of Mr 


ness contacts which often result in | 

ene ; «lle : : |Beard. A large delegation of Chi- 
increased sales. Furthermore, the]... ; ; F 

i th 1 ffer tl cago automobile men will depart 
shows themselves offer these advan-;yesday evenine to attend the 
tages in greater number than ANY | services 

hotel exhibit or other “side show” ; 

possibly could. 





It is important to remember that | COMPLETE ILLUSTRATIONS 
it is the shows themselves which at- | 
tract to New York and Chicago cll NEW BENDIX CLUTCH IN 
the important executives connected | A. D. N. REVIEW NUMBER 
with the industry, and that these | 
men, during show hours, are there New York, Aug. 24.— Complete 
for strictly business reasons. . . : : 

It follows then that the shows are illustrations and technical details of 
the logical place to contact these| the new Bendix clutch control unit 
executives. They come to compare/ Will appear in the Review and 
their products with those of other| Reference number of the Automo- 
manufacturers and are on the alert | tive Daily News appearing August 
for ways and means of improving} 27. This will be the first time pic- 

: r tures of this interesting new unit 
(Continued on Page 7) have appeared. 
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New Haven, Conn., Aug. 24.—Prof. Irving Fisher’s index 
of wholesale commodity prices showed a drop of 0.1 during 
the week of August 21 to 69.4, as against 82.8 at the same 
time a year ago. 


4: * a: 
Youngstown, O., Aug. 24.—Steel operations in this dis- 
trict started the present week at 43 per cent. of capacity, a 
gain of 3 per cent. over the previous week, but 1 per cent. 


below the level existing last year at this time. 
% a * 


Washington, Aug. 24.—Proposed mergers of oil com- 
panies are to be investigated by the Department of Justice 
in the light of the Standard Oil dissolution and the Sher- 
man law. 

* 


* * 

London, Aug. 24.—Stocks of crude rubber here on 
August 22 totaled 81,751 tons, a decrease of 420 tons from 
_ week. Liverpool stocks totaled 54,722 tons, a decrease 
of 184. 
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Sparks from Detroit 
How Seattle dealer builds service 
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5 Cents. $12 Per Year 


Of Automotive Steel Buying 


Youngstown and Chicago Producers Look for Upturn in 
Early Part of September 


MOTOR FUEL NEEDS 
GAIN ESTIMATED AT 


5% IN ATH QUARTER 


WASHINGTON, Aug. 
fuel demand for 


quarter of 1931 is estimated at 5 per} result of this stren 


cent, above consumption in the cor- 
responding 1930 period in a report 
of the Voluntecr Committee on Pe- 
troleum Economics appointed 
Secretary of Interior Wilbur, as 
chairman of the Federal Oil Con- 
servation Board. 

The committee had anticipated, in | 
a previous report, a demand in the 
third 1931 quarter 1.27 per cent. 
above the like 1930 three months. 
The percentage gain for the final) 
six months of the year thus is 2.95 
per cent. Motor fuel demand in this} 
period is placed at 242,928,000 bar- 
rels, compared with 235,969,000 bar- 
rels a year ago. 

Crude oil demand for the half, it 
is estimated, will total 491,315,000 
barrels, against 477,829,000 barrels 
for the corresponding period 
year. 
cent 


WELLS MFG. CORP. 
ELECTS OFFICERS 


Fond du Lac, Wis., Aug. 24.—Ben 
Sadoff has been elected president | 
of the recently reorganized Wells} 
Manufacturing Corporation of this | 
city. C. H. Hoper, Chicago. has 
been named vice-president and L. 
Fuhrman, secretary and treas- 
urer. 

Ben purchased 


Sadoff recently 


|the’ assets of the old company from 


@ creditors’ committee and formed 
a new corporation. The company 
manufactures ignition coils and 
plans on adding several other ar- 
ticles to its line. The business out- 
look for the new company is un- 
usually promising, Mr. Sadoff 
stated. 


L’ Ss. STARRETT PROFITS 
UP IN FIRST HALF 
Athol, Mass., Aug. 24.—Net profits 
of the L. S. Starrett Company, 
manufacturers of precision tools, 


largely used in the automobile trade, 


increased 15% per cent. after all 
ordinary charges for the first six 


months to June 30 last, though sales 


were off about 1 per cent. from the 


preceding six months. The full fiscal 
year’s profit amounted to $181,574, or 


$1 per share, of common stock, 


after preferred dividends, compared 


with $694,734, or $4.43 for the pre- 


ceding fiscal year. 
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; ometer, 


| consumption will be met by adjust- 


| things: it would give present em-| 


out the winter; 


ITTSBURGH, Aug, 24.— 
district showed an upwar 


Steel mill operations in this 
d trend during the past week, 


due principally to increased demand from the automotive 


CHRYSLER ADOPTS 
OWNER’S SERVICE 
POLICY ON ALL UNITS | 


ETROIT, Aug. 
Dodge and De Soto dealers are 
offering purchasers Chrysler, 
Dodge, De Soto and Plymouth pas- 


senger cars and Dodge trucks, com- 
mercial cars, buses and taxicabs, ef- 


of 


| 


24. — Chrysler, | 


The general average of operation in this territory 
the fourth| rose to a point somewhat over 30 per cent. of capacity, as a 
gthening in 


demand. 
Plants in the Mahoning and She- 


|nango valleys during the past week 


enjoyed a considerable increase in 


}demand from automotive manufac- 


turers for sheets, plates, shapes and 
bars. Reports from the valley plants 
are that inquiries and releases indi- 
cate that the automotive demand 
| will continue for several weeks, 
| Plants in the Mahoning valley are 
holding at about 40 per cent. of ca- 
; pacity. In this district during the 


| past week twenty-nine open-hearth 


{furnaces were operating, against 
| twenty-three in July, out of a total 
of sixty-six available. 

Prices are holding very well, con- 





fective September 1, a new service 
plan, known as the “Owner’s Service 
Policy.” This goes with eac t 
of Chrysler Motors ifmme 
upon delivery to a new owner. 

It provides for the replacement 


of parts that are defective in mate- | 


rials or workmanship, without 
charge, either for labor or parts, 
during a period of ninety days from 


; date of purchase or until 4,000 miles 


been recorded on the speed- 
whichever occurs first 

In addition to this, the owner's 
service policy contains four coupons 


have 


|which entitle the owner to free in- 


and to a comprehensive 
list of service operations at the 
conclusion of 500 miles, 1,500 miles 
2,500 miles and 4,000 miles. 


spection 


ST. PETERSBURG A. D. A. 
TO AID EMPLOYMENT | 
St. Petersburg, Fla., Aug. 24.—To 
encourage employment of local labor 
the St. Petersburg Automobile Deal- 
ers’ Association has opened an em- 
ployment agency where those out of 
work who have had experience in 
automotive lines may register. Local 
residents will be given preference, it 
was stated. 


Goody 






ear Co. Studying Plans 


sidering conditions. There has been 
little ten ecently to shade 


been lagging. Steel mill operators 
| generally believe that once the tide 
of demand sets in prices will in- 
| crease automatically, from present 
| low levels. They are hoping for in- 
|}creased automotive buying to supply 
the stimulus needed to swing opera- 
tions and prices upward 


YOUNGSTOWN PLANTS 
PREPARING FOR EARLY 
AUTOMOTIVE ORDERS 


Youngstown, O., Aug. 24.—While 
production of raw steel failed to in- 
crease for Youngstown district steel 
companies in the last week of Au- 
gust, finishing mills showed a sub- 
stantial gain in production and milf 
managers are more optimistic that 
September will see a fair recovery 
in steel buying. 

ee i 
(Continued on Page 2) 
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To Stabilize Its Employment 


AKRON, O., Aug. 24—Goodyear 

production executives are study- 

ing plans to stabilize employment 

through the winter by holding the 

total number of factory employees at 
the present level. : ; 

The seasonal falling off in tire 


ments in the length of hours per 
week worked by employees. 
While no commitment has been 
made that there would be no lay- 
offs, President P. W. Litchfield in a 
statement today characterized the 
plan as “an attempt to peg unem- 
ployment at its present levels.” 
The plan, Mr. Litchfield felt, 
would, if worked out, accomplish two 





ployees assurance of work through- 
it would tend to 


prevent unemployed of other towns} 


from coming into Akron to find 


work and so add to relief problems 
here. 

For the last two years the Good- 
year company has been trying to 
reduce layoffs by resorting to the 
six-hour day, running four shifts, 
and the “stagger system,” under 
which an employee would take one 
week off in seven, or even more 
frequently, to make what work there 
was go as far as possible. 

This will be an attempt, however, 
to prevent layoffs entirely, and is in 
line with President Herbert Hoo- 
ver’'s recent recommendations to 
industry toward employment stabil- 
ization. 

The six-hour four-shift day gives 
a maximum reflexibility from a pro- 
duction standpoint, Mr. Litchfield 


| stated. 


Despite the almost universal use 
d on Page 7) 
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See 


Cleveland Trade Spotty, 
Bank Survey Reveals 


CLEVEL AND, O., Aug. 24.—In its 

current bulletin the Midland 
Bank of Cleveland surveys present 
business conditions in this city and 
finds that while the general level 
is one of dullness, there are some 
signs of revival here and there. 


The survey says: 


| month 


; industry 


“Steel operations in the first part 
of August made a new low for the 
year, demand from major consum- 
ing lines being very light. Prices 
have held steady, however, and the | 
outlook has improved with the ap- 
proach of fall. Operations in the 


August were running 
of capacity. 

as measured by per- 
July permits 


latter part of 

at 33 per cent 
“The building 

mits, is still very low. 


in Cleveland fell to the low figure of 
$606,000. 46 per cent. under the same 
menth last year, and 90 per cent. 
under two vears ago 

“Automobile sales in Cuyahoga 
county in the first half of August 


shows da more _than seasonal  Grop: 


Automotive Steel | Orders 
Bolster Steel Plants 


(Continued from Page 1) | 


Belief that leading automobile 


; ana 


makers will increase their buying of | 


stee] materially within the next two 
or three weeks, as plant schedules 
are increased and plants now idle re- 
sume production, is expressed among 
valley manufacturers of bars, sheets 
and strip. Tin plate production is 
showing a bulge in the current week 
with all twenty-four mills making 
plate for tinning for Republic Steel 
Corporation operating at capacity. 


All were idie last week. Sheet pro- | 


ducers report a slightly firmer mar- 
ket but mill schedules are irregular. 


Youngstown Sheet and Tube Com- | 


is operating -a blast furnace 
at its Hubbard plant for the first 
time in several weeks, to meet iron 
requirements of an adjoining ingot 
mold producer. 

Youngstown operations started th 
week at 42 per cent. of capacity, 
1 per cent. loss from the rate in 
effect a week ago, but a 3 per cent 
gain from the rate of activity in the 
Jast few days of last week. Several 
mill operators saw possibilities that 
schedules will be lifted as the week 
goes on. 

Valley pipemakers report increased 
inquiries for that product, and they 
and valley makers of flat steels are 
hopeful that production will reach a 
50 per cent. level late in September, 
Few are understood to believe that 
more than a 5 to 10 per cent. ad- 
vance can be expected, and doubt is 
expressed that business improve- 
ment will develop fast enough to en- 
able stee] producers to maintain cur- 
rent wage scales. 

Authorities in the valley report 
that operations of seamless and 
electric weld pipe mills in the dis- 


pany 


trict continue to stand out in a long) 
with | 


period of sub-normal activity, 


of 27 per cent, from the first half of 


July. Used cars continue to make a 
fairly good showing. The parts} 
business remains quiet, awaiting the | 


usual pickup and introduction of 
new models in some lines. 

“Some improvement is reported in 
machine tools, with inquiries this 
distinctly larger than July. 
The clothing trade continues at a 
fairly good rate, while the paint 
is quiet. 

“Employment continued 
cline in July, all the 
except textiles sharing in the drop. 
The cost of living in Cleveland is 
now 11 per cent. under last year 
12 per cent. under two years 
according to the United States 
Labor. 
store sales gained 
after allowing for 
seasonal changes, As compared 
with July, 1930, sales in dollars 
were off only 1.3 per cent., which 
means that actual volume was 
larger | 


to de- 


azo, 

Department of 
“Department 

sharply in July 


weld pipe mills are actjve in the dis- 
trict, and demands for butt and lap 
weld pipe are light. Production of | 
tubular goods of the older methods | 
of manufacture is small and irregu-| 
lar. Two butt weld pipe furnaces 
and two lap weld furnaces were op- 
erating at the start of the week. 
Narrow fluctuations are shown in 
operations of individual companies | 
of the district, and schedules con- 


larger lines | 


hat 
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28% OF CADILLAC 
OUTPUT CONSISTS 
OF V-12 MODELS 


in- 


Detroit, Aug. 24.—Since its 
|est member of the Cadillac family, 
| the Cadillac V-12 has accounted for 
| 28 per cent, 
tion of Cadillac and La Salle cars. 

This percentage is based on ship- 
ping figures for the nine-month 
period from October 1, 1930, through 
June 30, 1931. During this time 
there were 4,577 Cadillac 
shipped. 

Evidence of the enthusiastic re- 
ception which the V-12 received at 
the time of its announcement is 
shown in the fact that in both Oc- 


the Cadillac Motor Car 
production was on the V-12, 
Evidence of the manner in whi ch | 
its immediate popularity was sus-| 
tained is shown in the 


cent. 
in February, 


counted for 27 per 
company’s total output; 
29 per cent.; in March, 


mately 25 per cent. of the total. 

“The enthusiastic manner in|} 
which the public has received the 
V-12 corroborates what 


power ability and greater smooth- 
ness which come with multi-cylin- | 
der engines,” said J. C. Chick, gen-| 
eral sales manager. “The public’s| 
indorsement of the V-16 during 


inite need for the V-12, a car some- 
what lighter, and one which would 


} sell at a more moderate price.’ 


FLEET CONTRACTS CUT 





tinue to reflect efforts of mill man- 
agers to cut costs as much as pos- 
sible. 

Republic Steel Corporation, which 
manufactures a large part of its 
steel into forms for the automobile 
trade, shows the highest raw steel 
production of any producer in the 
district. Twelve of the twenty-eight 
open hearths melting steel in the | 
district are owned by Republic. Op- 

tions of its finishing mills, how- 
somewhat lower, although | 


ever, 
company reports a 3 per cent. 


the 


are 


gain to 38 per cent. in operations 
in all district plants. Eight sheet} 
mills are rolling steel for Republic. 

Carnegie Steel Company produc- 


tion in the Mahoning valley, based | 
on raw steel output, is holding for | 


another week at 46 per cent. of| 
capacity. Seven of the fifteen | 
;}open heartns are melting here for 


Carnegie. 


CHICAGO STEEL MEN 
SEE GAINS NEXT MONTH| 


Chicggo, Aug, 24.—Steel leaders | 
in this area are confidently looking 
forward to a sharp increase in buy- 


ing by automobile companies next 
month They expect particularly 
that Ford will become a more im- 


portant factor than for some months 
past and in addition they anticipate 
a continuation and possibly an in- 
crease over current active require- 


the electric weld type of mill the | ments by Chrysler, Chevrolet, Nash 


more active. 
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}a 35 per 
year in the accident frequency rate. | 
fleets entered the 
covered by | 


| various 
mventy 
| types of service in which they were 





the 
; 
| branches in this country today.” 


CHICAGO ACCIDENTS 


Chicago, Aug. 24—Further im- 
provement in Chicago’s driving rec- 
ord so far as motor trucks are con- 
cerned is reflected in a report just 


| issued by the Chicago Safety Coun- | 


cil, in which interfleet driver safety 


troduction last October as the new- | 


of the total produc- | 


V-12's | 





tober and November 30 per cent of | 
Company's ; 


fact that, ammunition to fire at A. D. N. readers. 
in January the Cadillac V-12 ac-| the thread of the news of the industry after two weeks away 
of the| ‘from the old Underwood before we can shoot par on this 


27 per cent. | 

During the second quarter of this| cially after the 
year V-12 production was approxi-| ductors, whose examples of the proper way to do it makes the 
| regular 
| selves, 
the v-16| fence, a la Tom Sawyer, 
sales indicated in 1930—namely, that | | the opportunity to publicly thank them for making it possible 
| motorists of today want the greater | to enjoy two weeks in Westchester County, 


|early months of 1930 strengthened| we rambled around Pelham and New Rochelle. 
our conviction that there was a def- | 
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SPARKS from Derrorr| 


’ 
In the Harness 


ae 


Free Wheeling Along 





* ~ ‘ 
Show Plans 
* + * 
J. O. Lasher of American 
Chain. 


Chris Sinsabaugh—Detroit Editor 














HE first day back from the vacation, it hardly could be 
expected that the column conductor would have much 
We have to pick up 


tough course. It’s hard sledding, all of you must admit, espe- 
brilliant series contributed by our guest con- 
conductor turn green with envy. We pride our- 
however, that the men we selected to whitewash our 
more than made good, and we take 


«Be 
. * * 

UR vacation gave us our first opportunity to get really 
acquainted with free wheeling, thanks to the courtesy 
‘of the Studebaker people in loaning us a Commander while 
We took to 
free wheeling like the well known duck to water. Before we 
had driven a block we felt at complete ease, making the shifts 
as easily as if we had driven the car 10,000 miles. We found 
no difficulty in shifting from conventional into free wheeling 


| going from first to second, for involuntarily we pressed the 
‘button on top of the gearshift lever as we were making the 


| 


contests are credited with effecting | 


cent. 


Twice as many 
contest during the year 
ithe figures, ended June 30, as dur- 
ing the previous year. 
fleets. comprising 9,043 
competed. The trucks operated 


vehicles, 


decrease in the past | 
'type which reminds us of the old saying that you can’t teach 


A total of 148 | : , 
| the later days of cycling. 


a} 
| 


total of 106,795,651 miles with 7,914} 


accidents reported, an average of one 
accident for every 13,494 miles, or a 
frequency rate of .074 for each 1,000 
|miles of travel. 
fleets were 
classifications, 


divided into 
according to 


engaged. 


SCOTT HEADS BROCKWAY 
SALES IN N. Y. CITY ZONE 


a 

Cortland, N. Y., Aug. 24.—Walter 
A. Scott, division manager for the 
Brockway Motor Truck Corporation 
in the metropolitan district, has just 
been appointed vice-president in 
charge of the district comprising 
the territory covered by the Brook- 
lyn, New York, Long Island City, 
Mineola, White Plains and New 
Haven branches of the Brockway 
| Motor Truck Corporation. 

Scott has been associated with 
the Brockway company in a sales 
capacity in the metropolitan district 
for a number of years, having ad- 
vanced from salesman to sales man- 
ager and then branch manager of 
Brockway’s Brooklyn branch, one of 
largest motor truck factory 





STUDEBAKER SALES 
IN SHANGHAI, CHINA 


South Bend, Ind., Aug. 24.—H. §. 


| Honigsberg & Son, Studebaker deal- 
,;ers 
| passenger cars and trucks between 
| July 4 and July 14 than any other 
|dealer in that territory sold during 


in Shanghai, China, sold more 


; the six weeks’ period of June 1 to 
July 14, according to sales reports 
received here by Arvid L. Frank, 
vice president and general manager 
of the Studebaker Pierce-Arrow 
Export Corporation. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


In the contest the | 


|Arvid L. Frank, 


shift. Fhe car always seemed to be under control. One ten- 
denty we noted was that in going from second to third we 
involuntarily declutched, which we didn’t have to do with 
free wheeling; but somehow we couldn’t shake off our old 


tricks in a moment. 
Pa 


a ” 
ALKING free wheeling with other old drivers, we have 
found, in some places, a slight prejudice against the new 


an old dog new tricks. We think this may be explained by 
citing a parallel in the eycling days. The coaster brake, 
which was no more or Jess than free wheeling, came out in 
The new crop of riders took to it 
instantly, but with the veterans there existed an antipathy 
toward the device that never died out as long as cycling con- 
tinued to be the sport of the day. The cyclists who learned 
to ride before the coaster brake came along never could be 
won over, but with the later day riders it was universally 
adopted and became standard equipment. It would seem to 
us that to some extent the same thing prevails today in metor- 
ing—those who learn from now on will be stanch believers 


in free wheeling. 
* o Ld 


E had gone to New York expecting to renew old ac- 

quaintances in the industry, but we picked the wrong 
time—most every one seemed to be away on vacations. Even 
those we did find in their offices were marking time until 
after the first of the month, when they expected to get busy 
on plans for 1932. At the National Automobile Chamber of 
Commerce they were getting ready to start on the national 
show preparations, in anticipation of which the veteran Sam 
Miles, show impresario, has been fattening up at his home 
in Christmas Cove, Maine. They told us that Sam has taken 
on twelve pounds this summer and looks the best he has in 


years, cheering news for the veteran’s friends. 
os * a 


Calling at the American Chain to see J. O, Lasher, we 
learned of a peculiar accident that has lengthened the vaca- 
tion of that well known advertising manager. J. O. was 
enjoying his holidays, but being a conscientious sort of chap 
he decided to run in for one day and straighten up his desk. 
Taking the shuttle from Times Square to Grand Central, he 
tripped and fell on one knee, at the same time severely sprain- 
ing an ankle. He never got to the office and on - of all 
this he had to rent an automobile to drive him back to Asbury 
Park, w here he and his family were summering. 





STUDEBAKER SPANISH 
EXPORTS UP 78 PER CENT. 


South Bend, Ind., Aug. 24.—Sales 
of Studebaker and Pierce-Arrow 


trucks and free wheeling passenger | ; : 
cars to dealers in Spain increased CHEVROLET FIRM LEASES 


78 per cent. during the first seven Bloomfield, N. J., Aug. 24.—The 
months of this year as compared | John C. Eisele Company has Jeased 


with: the first seven months of 1930 | for a long term a building at 619-21 
vice-president. and } Bieomiield Ave. to Stewart Chevro- 


general manager of the Studebaker ' Jet, Ine. The plot is 60 by 150 feet. 


|Pierce-Arrow Export Corporation, 
announced today. 

In spite of the adverse tariff situ- 
; ation particularly affecting passen- 
{ger cars, both passenger car and 
| truck shipments showed gains. 
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How Seattle 


Sands Motors, Studebaker 


Dealership, Goes After 


Business With Modern| 


Methods, Including Free 
Towing, Tire Sales and 
Preventive Service 
Agreements 


GENERALLY credited with having 

the best service department set- 
up in the Northwest and doing a 
gradually increasing business with 
a greater number of car owners 
than ever before is the Sands 
Motors, Studebaker dealer, in Seat- 
tle, Wash. 


The number of individual custom- 
ers is increasing right along, al- 
though the per- 
dollar figure on 
each job is less 


This is due to 
fewer big repair 
jobs being 
required on the 
newer automo- 





trouble or bear- 





BS, 


Don F. Gilmore to be 


used 
case. 
To offset this, Sands Motors has 


set out to get more car owners on 


its lists, and has expanded its serv- | 


ice department. Thus, there has 
been a vast increase in the light 
Service business of the company. 
The firm has energetically gone out 
after this business. It has obtained 
ample room for this service in the 
heart of Seattle’s automobile row, 


on llth Avenue, between Pike and | 
rnly 


Pine Streets. There it is mode 
equipped with 
chinery. 

But fine quariers well located and 
good machinery are not enough in 
themselves. Man power is the next 
item. At the top of this item is the 
service superintendent or manager. 
In this, Sands Motors, of which the 
pioneer dealer, P. E. Sands is gen- 
eral tran-v’er, has been fortunate. 
Don F. Gilmore is the man at the 
head of the shop and service end of 
the business. He has been there for 
the past eleven and one-halr years. 
For a year prior to that he was 
service manager for the Studebaker 
dealer in Columbus, O. So Gilmore 
knows Studebaker service. 

Gilmore has organization ability 
and in the next step, has man power 
in every department and for every 
phase of his job of delivering serv- 
ice and repair jobs. He has also 
been active in Society of Automotive 
Engineers work, serving as president 
of the Northwest section the past 
year. In this, like in his own life} 
work, he has done a fine job. 

Early this year a big development 
took place that helped build the 
service department of this concern. 
It was adding the first cycletow in 
Seattle. This a motorcycle in which 
a man can ride to the car, or ride } 


time-saving ma- 


merly. | > 
than formerly. | to make room for the steady.stream coming in 


Choose From 100! 


HERE ARE SOME TYPICAL VALUES 


re- | 
biles. There is not | 
so much rear-end ; 


ings going out as} 
the 


Dealer Builds Service Volume 





Plymouth 


are going 


| USED 


s75 
” 
es 

> 
878 
196 


1927 ESSEX COACH 
1027 OLDSMOBILE SEDAN '.,.5... 
19%6 DODGE SEDAN a 
19t6 CHRYSLER SEDAN 

1987 DODGE SEDAN <*> a 
thes CHEVROLET ROADSTER ...* 
1929 FSSEN COACH : 
1929 DURANT SPORT SEDAN 
1978 MNODGE SEDAN 


223 
295 
*, $26 





273 FAIRFIELD AVE. 


Emphasis on Sales Gain 


Floating Power 


Sales 


up «yy 


We must sell our sudden 
over-stock of 


CARS 


1927 NASH SEDAN 

1027 HEPMOBILE COXVCH ....- 
103) FORD SEDAN 

1928 BUICK SEDAN 

1090 DODGE SEDAN 

1920 NASH 4 FASS COUPE 
1029 NASH COACH 

1930 DE SOTO & SEDAN 

(928 DODGE SR SPT. SEDAN 
1927 PACKARD & SEDAN 


AND 25 TRUCKS 


The Blue Ribbon Garage 


130-180 CANNON ST. 


Over 25 Years at the Same Address 


OPEN EVENINGS 


ship of Bridgeport, Conn., ties up 


| Service.” It sells for $1275 for 
twelve inspections, this usually run- 
ning over a period of one year. It 
also includes lubrication jobs, with 
charges made for all oil and grease 
used. The service has an insurance 
feature for free service or tow if 
the car breaks down or has tire 
trouble within the city limits. The 
pick-up is free of charge, but not 
in case of a wreck, of course; for 
anything that is connected with the 
guarantee that may be expected 
from inspection service. This serv- 
ice has been selling easily for vari- 
ous types of cars. Close to 1,000 
are now signed up on this, which is 
a splendid record. 


Charges are made for any work 
done fixing up the car or for parts 
needed. The service covers any 
mechanical falldown that may take 
place, whether the firm is respon- 
sible for the break, indirectly or not. 

“Most car owners hate to get a 
tow,” said Mr. Gilmore, “because of 
the cost. So being assured of free 
tow, this proves a fine sales argu- 
ment for us.” 

One-stop service means just that, 
and now Sands Motors is prepared 





back after delivery. When driving 
the car he can tow the motorcycle, 
fastening it to the rear bumper. 
with two small wheels adjustable 
for towing that way. This unique} 
method for Seattle also served to| 
advertise service at Studebaker | 
every time it was trailing behind a | 
car. It thus not only saved the; 
time of one man, but further at- | 
tracted attention to Sands Motors. 
Complete one-stop service is now 
possible at this dealership. This: 
became a reality about two months | 
ago when the firm became a retail | 
tire dealer for Firestone. A real | 
department was put in, with an ex- 
pert tire man in charge. Retail | 
sales have been excellent and next | 








year the firm will aim at $100,000 | flat rates, fine machinery, courteous 


tire volume alone. Display of tires is | COMtact at al! points, excellent man- 

‘agement and energetic effort put 
lforth to build up the business— 
lthese are cornerstones that are 
| building an enviable business for 


Another reason for big service the concern. 


well in front. That has been selling 
the tires, as well as suggestions from 
the service men. The tire stock is 
at the rear and is complete. 


business is that the shop is open 
from 7 a. m. to 2 a. m and from 7 
o'clock on. This is almost day and 
night service. 

Then there is a system of service 


| ment has 57,600 square feet of space 
and is all compactly located in three 


| work done on them are kept until 


gard has been appointed manager 
that has won not only Studebaker |Of the Packard Buffalo Company, 
car owners, but others, which is a | western New York distributor for 
new plan embarked upon just a/ Packard cars. He formerly was with 


short time ago. This is what is|the Meldrum Motor Car Company 
known as the “Sands Preventive ' here. 


to give the car owner anything in 
the way of service or repair work 
he may want. The service depart- 


adjoining buildings, all connected, 
and two and three floors in height. 

Location is across from the new 
and used car quarters of Sands Mo- 
tors, and thus is conveniently located 
in that respect. 

Heavy shop work is done on the 
top floor. On the lower, or base- 
ment floor, cars that have had the 


the owner calls for them. 
There is system all the way 
through the shop. Good workmen, 


J. D. TAGGARD APPOINTED 
Buffalo, Aug. 24—John D. Tag- 





Baron, 254 Central Avenue, this city, 
has been appointed De Soto and 
Plymouth dealer. 


PHONE 4-5153 


THE BLUE RIBBON GARAGE, INC., Dodge and Plymouth dealer- 


its new and used car promotion in 


this effective advertisement. Emphasis on the sales increase of the 
new Plymouth is combined with a plausible explanation of why used 
car values are high 


Nl ie ah eal el 
TRANSPORT MOTOR NAMED) 
NORTHWEST DISTRIBUTOR | 
FOR HUPMOBILE LINE | 


Seattle, Wash., Aug. 24.—Trans- 
port Motor has been appointed 
Northwest distributor for Hupmo- 
bile. The territory consists of Wash- 
ington, Alaska, northern Idaho and 
western Montana. The concern will 
continue Willys distribution in this 
same territory. 

Distribution will be out of Seattle 
for western Washington and Alaska, 
and out of Spokane for the Mon- 
tana, Idaho and eastern Washing- 
ton territory. The Spokane distribu- 
tion has been operative for some 
time. 

August Johnson, manager of 
Transport Motor, and its president, 
announces Charles N. Smith as 
Willys sales manager at Seattle and 
Gene Habe] retail sales manager 
for Hupmobile. Two distinct and 
separate organizations will be main- 
tained. 

































COOGLER CHEVROLET CORP. 
IN ITS NEW BUILDING 
Brooksville, Fla., Aug. 24.— The 
Coogler Chevrolet Corporation, local 
Chevrolet dealership, is now located 
in its new quarters on East Broad 
Street. The new home of this firm 
is one of the most imposing struc- 
tures in Brooksville. It is of dark 
red brick construction, and includes 
a large showroom, an accessory de- 
partment and a large repair room 
in the rear. 


MAYKEL AUTO CO. TAKES 
ON GRAHAM DISTRIBUTION 
Worcester, Mass., Aug. 24.—The 
Maykel Auto Company, 757-761 
Main St., for more than fifteen years 
associated with the automobile in- 
dustry in Worcester county, has 
taken on the distribution of Gra- 
ham for this territory. M. K. May- 


kel and his son, Charles, have 
established records for new car 
deliveries that have won them 


national recognition during the past 
few years. Extensive alterations 
have been made in the service de- 
partment and new equipment added. 


TO SELL DE SOTO-PLYMOUTH 
Newark, N. J., Aug. 24.—Louis 


NE BURGESS, whose name and 
fame have been associated with 


things automotive for nearly a quar- 
ter of a century ,is district manager 
of the New England territory for 
the Oildraulic Lift Company, of 
Memphis, Tenn. 

Before entering the automotive 
equipment sales field Mr. Burgess | 
was a member of the New York bar} 
for eight years, giving up his law} 
practice to join the selling organi- 
zation of a Standard Oil subsidiary, | 
the Borne Schrymser Company, | 
with which he remained three years. 
Leaving that connection, he became 
associated with the Havoline Oil 
Company as New England manager, 
in the order named. 

He then became sales manager, 
treasurer and part owner of Penn- 
sylvania Refiners Association, Inc., 
and Garage and Factory Equipment | 
Company, Inc., respectively, which 
positions he held until the early 
part of 1931. When the Oildraulic 
Lift Company adopted a direct job- | 
bers policy, Mr. Burgess joined their 
forces in order that he might again 


JAMES HOULIHAN GUEST 
OF STADFELD AT NEWARK 
Newark, N. J., Aug. 24. — James 
Houlihan, president of James Houli- 
han, Inc., advertising counsel to the 
DeVaux-Hall Motors Corporation of 
Grand Rapids, manufacturer of the | 
DeVaux car, accompanied by Mrs. 
Houlihan and their daughter, were | 
recent guests of M. Stadfeld of the 
U. S. Motors Sales Company, state | 
DeVaux distributor. 


CHANGES FIRM NAME 
Starke, Fla., Aug. 24.—Torode- 
Ritch Chevrolet Company of this 





city has chafiged 1t®#meto Porat we Se, Easy fqzms 


Chevrolet Company. 








contact the jobber friends he has 
made in his many years of automo- 
tive equipment sales experience. 


CLASSIFIED ADS SELL 
50 CARS IN ONE WEEK 


Des Moines, Iowa, Aug. 24—The 
Ray Dodge Chevrolet Company, 
1312-18 Locust St., made an enviable 
record in the sale of fifty used cars 
in a ten days sale. Bargains are 
being featured with classified space 
being used to outline cars on the 
floor. Ten cars are featured from 
day to day to speed -p buying ac- 
and trades are 


"= << m 


featured. 








HIS is a gre 


‘at time of year for 


truck business. It’s the buying season in 


many vocational lines. 


with 14-ton and 14- 


designed, scientificall 


Willys dealers, 
ton units — smartly 


y engineered —are 


in a strategic position to cash in on the 


big demand for economical commercial 


transportation. 


Write or wire for franchise particulars 


Willys-Overland, Inc., Toledo, O. Wii 


liys-Overland, Ltd., Toronto, Can. 


WILLYS 


A BIG SIX price 


A POWERFUL EIGHT 


A BRILLIANT K 


d like a four 


NIGHT ... 


2 NEW WILLYS TRUCKS 








’ 
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Thayer Martin has asked the new 
State Executive Commission to give 
him an emergency appropriation to 
set up facilities to see that it does 
not escape the 3 cent a gallon tax. 

Gov. Larson, a member of the 
commission, supported the request 
of Mr. Martin. 

Mr. Martin wants five automo- 
biles, two of which are to be used 
by inspectors checking up to see 
that the state gets all its gas tax 
revenue and also to carry out the 
billboard license act. Further, he 
recommended the appointment of a 
man to be assigned to the launch 
which the state of Pennsylvania 
operates to keep watch over gas 
shipments by waterways. The other 
three cars will be needed for the 
use of the engineering division of 
the Tax Department. 


GAS TAX RECEIPTS 
UP 10% IN BAY STATE 


Boston, Mass., Aug. 24.—Despite 
the business depression, gasoline 
consumption in this state during 
July totaled 60,136,750 gallons, as 
against 55,102,976 in July last year, 
@ gain of nearly 10 per cent. Part 
of this may be due to low gasoline 
prices, which approximate 10 cents 
per gailon plus the 3 cents tax. The 
gas tax yield to the state in July 
was $1,805,103. 


| COMING EVENTS | 


serene seenneheneeenensisnsuEInnnSEneseneseniseaeentnaenl 
AUGUST 
31-Sept. 4—Buffalo, N. Y. American Chemi- 
cal ociety, meeting. 
SEPTEMBER 


l- 3—Cleveland, O. Hote) Statler, Societ 
of Automotive Engineers, twentieth 
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C. A. Vane Speaking 
OME weeks ago we printed an analysis of the causes of 
S automobile accidents, by C. A. Vane, general manager 
of the National Automobile Dealers’ Association, based on 
figures compiled by the Motor Vehicle Department in Con- 
necticut. Since that former statement by Mr. Vane the Trav- 
elers Insurance Company of Hartford, Conn., has forwarded 


to him an analysis based on accident reports from forty 
states. These have been analyzed by the insurance actuaries 
WS: 
us "Tsien 564,639 accidents, in which 27,235 persons 
were killed and 643,795 were injured, the Travelers found 
that 21.4 per cent. were caused from “exceeding the speed 
limit,” 16.1 per cent. were the result of the car being driven 
on the wrong side of the road, 30.8 per cent. were caused by 


the driver who did not have the right of way but took it any- coajunetigg wi wmeeting in 
y aces, 

way, 7.1 per cent. were caused by the driver “cutting In| . 5 feces. ae American estate 

of Mechanical Engineers, general 


to traffic when he should have waited for traffic to ease up 
so he could come into the traffic lines, and 14.3 per cent. 
were caused by the car. being- driven eff the roadway. - The 
remaining 10.3 per cent. of accidents were caused by auto- 
mobiles passing standing street cars, passing other auto- 
mobiles on the curve or hill, and failure to signal. 
Inspecting the condition of 36,806 automobiles that 
were involved in 32,500 fatalities and of 1,191,011 cars that 
were in non-fatal accidents in which 960,000 persons were 
injured, it was found that in the fatal accidents 88.9 per 
cent. of the cars were apparently in good condition and in 
the non-fatal accidents 94.9 per cent. were in apparently 
good condition. Brakes were proved defective in 3.5 per cent. 
of the cases of fatal accident, and 1.3 per cent. of the cases 
of non-fatal accident. Steering was defective in nine-tenths 
of 1 per cent. of the fatal accidents, one-half of 1 per cent. 
of non-fatal accidents. Glaring headlights were found in 


meeting. 
8-17—Utrecht, Holland. Utrecht Fair. pus 
and truck show. 
$-10—Torents, Cra. National Association 
of Show Managers, convention. 
11—Charleston, W. Va. West Virginia 
Motor Transport Association, meet- 


ing. 

16-17—Atlantic City, N. J. Nationa! Pe- 
troleum Association, annua) meet- 
ing. Hote! Traymore. 

13—Chicago, lll. Steel Founders Society, 

convention. 

20-26—-Springfield, Mass. Eastern States 
Exposition. 

21-25—Boston, Mass. American Welding 
Society, meeting. The following so- 
cieties wil) participate: American 
Society for Stee] Treating, American 
Welding Society, Iron and Stee) 
Division, A. 8S. M. E.; Machine Shop 
Practice Division, A. S. M. E.; Iron 
and Steel Division, A. Il. M. E.; In- 
stitute of Metals. A. 1. M. E. 

28-29-—-Atlantic City, N. J. Nationa) Asso- 
ciation of Mocor Bus Operators, 
fifth annua) meeting. Hote) Am- 
bassador. 

26-Oct. 2—Atlantio City, N. J. 
Electric Railway association, 
nua) meeting. 


American 
an- 


1.3 per cent. of the fatal accidents, one-half of 1 per cent. eae 
of the non-fatal. Headlights were extinguished in seven- 1-11—Paris, Eranee, International Auto- 


2- 3—Houston, Tex. American Institute 
of Mining and Metallurgica) En- 
petruleum division meet- 


tenths of 1 per cent. of the fatalities, three-tenths of 1 per 
cent. of the non-fatal accidents. Cars were without chains 
on slippery pavements in 1.4 per cent. of both the fatal and 
non-fatal accidents. In 1.2 per cent. of the fata]- accidents 
and four-tenths of 1 per cent. of the non-fatal accidents, tire 
punctures or blowouts were found and probably contributed 
to the accidents, if they did not cause them. 

In his comment on this report Mr. Vane makes a point 
that Automotive Daily News has long held was incontro- 


ineers 


ng 
&—Detroit, Mich. Society of Automo- 
tive Engineers, national production 
meeting. 
12.13—Pittsburgh, Pa. 
motive Trades Association, 
tion. 
2-16-—Giienge. tL 


cil. 
14-16—Pittsburgh, Fa. Society of indus- 
trial Engineers, convention. 
14-15—Albany, N. ¥. New York Automo- 
bile Dealers Association, convention. 
15-17—Pittsburgh, Pa. American Gear Man- 


Pennsylvania Auto- 
conven- 


Nationa) Safety Coun- 


vertible. We have always held that the cause of accidents |""*~iiratturers Association, convention, 
involving motor vehicles was in the human being at the | *-*—fendes,  Bamesd,., imseneueae 
wheel or the pedestrian careless in using a highway devoted | 19-*2—Chieago, Ill. National Hardware 

i i F : 22-28—Prague, Czecho-Siovakia. Interna- 
to mixed traffic. Here is Mr. Vane’s comment: Fragee, Cseche-Sievekia. | Interns 


22-28—Prague, Ozecho-Slovakia. Interra- 
tional Avtomebile Exposition. 
23—New York City. American Iron and 
Steel Institute, convention. 
27-28—Chicago, Ill. American Railway As- 
sociation, Motor Transport Division, 
meeting 
NOVEMBER 
Copenhagen, Denmark., Motorcycle, 
truck and bus exposition. 
5-14—London, England. International Com- 
mercial Motor Transport Exhibition, 


“Neither from the Connecticut report nor from the 
Travelers’ analysis can I discern how compulsory inspection 
or driver’s license would materially lower the fatality rate. 
In both instances, one by a direct method and the other by 
indirection, is the principal penalty placed on the vehicle, 
not the driver. I defy any board of license examiners in 
the United States to tell how they would determine by ques- 


° s © ® oO} i ll, 

tions and answers whether an applicant for a license will or | 19-12-Ckieees “Hl” American Petroleum 

will not exceed the speed limit, drive his car on the wrong —— oe oe 
26-Dec. 6—Paris, France. International 


side of the road, cut into traffic before he belongs there, 
drive frantically by school houses, or go over the shoulder 
into a ditch with fatal consequences. 

“IT have a suspicion that if a few old-fashioned jail 
sentences should be imposed by courts and as heavily 
exploited by the propagandists as the accidents now are, it 
would have a very salutary effect in curbing this human 
cussedness at the wheel.” 

We recommend Mr. Vane’s comment to the attention 
of our dealer readers. Dealers should and usually are in 
the forefront of any movement in their communities look- 
ing toward bettering traffic conditions, and a full knowledge 
of accident causes is the foundation of any enlightened 
attempt to remedy them. 


Automobile Salon. (Commercial ve- 
hicles and accessories.) 

28-Dec. 9—Brussels, Belgium. 
Salon. 

30.Dec. 4—New York City. American So- 
ciety of Mechanical Engineers, an- 
nual meeting. 

DECEMBER 

7-12—Atlantic City, N. J. Motor and 
Equipment Association and National 
Standard Parts Association, Joint 
Trade Show. 

9-11—Atlantic City, N. J. American In- 
stitute of Chemical Engineers, meet- 


ing. 
JANUARY 


Automobile 


American Road 
twenty-ninth 


11-14—Detroit, Mich. 
Builders Association, 
convention and show. 

9-16—New York City, National Automobile 
Chamber of Commerce, National 
Automobile Show 

30-Feb. 6—Chicago, Ill. National Automo- 
bile Chamber of Commerce, Nation- 
al Automobile Show, 
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Contemporary Comment 





HERE are two definitions of factor of safety found in | 

different publications dealing with the design of ma- 
chinery and allied products. One of these definitions states 
that the factor of safety is the ratio of the ultimate strength 
of the material in question to the allowable working stress of 
that material; the more recent one states that the factor of 
safety is the ratio of the elastic-limit strength of the material 
in question to the allowable working stress of that material. 
The first definition dates back to a time when considerably 
less was known about the strength and resistance of ma- 
terials than we know now. The other is of rather recent date, 
and its value and importance are now realized by a good 
many engineers.—F. A. Mickle in Mechanical Engineering. 

* * + 

HE original materials of Haynes, Brearley and Strauss 

have met with a variety of modifications and we find 
today a wide variety of materials of varying chemical com- 
positions, all classified as stainless or rustless. Under these 
circumstances it is extremely difficult to lay down hard 
and fast principles governing manufacturing operations and 
at best one can only hope to touch the high spots. 

Within this extensive group of alloys we have a variety ~ 
of materials differing substantially in chemical analysis, 
varying widely in physical properties and acting very dif- 
ferently in the field of corrosion resistance; yet it is all too 
common to refer to this group as stainless or rustless iron 
or steel. May I state that I regard materials containing 
less than 16 per cent. chromium with variable carbon as 
corrosion resistant stainless steels; materials with less than 
0.10 per cent. carbon and over 16 per cent. chromium as 
chromium irons; and materials containing nickel together 
with chromium as either iron-nickel-chromium corrosion re- 
sistant alloys, or iron-chromium-nickel corrosion resistant 
alloys, taking their terminology from the chemical analysis, 
using chromium-nickel where chromium predominates and 
nickel-chromium where nickel predominates.—T. H. Nelson, 
Heat Treating and Forging. 





The fact that Kelsey-Hayes steel spokes 
need no adjustment is mighty im- 
portant to the car owner. Tell your 
prospect about this feature 
when selling him your Kel- 
sey-Hayes equipped car. 
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Special Kranchise 










The new Reo 1'7-ton Speed Wagon 
















Looking for a Supplementary Line? 


Reo’s new 1%-Ton Speed Wagon is designed to enable you 
to make money in today’s market. Reo’s Special Truck Fran- 
chise (with regular dealer discounts) equips you to do business 
now—in the field where you can compete most advantageously. 
rj In addition to a product that is vastly superior to competi- 
tion, Reo offers you one of the most hard-hitting sales plans 
in the history of truck merchandising. Mail this coupon and 


et the facts regarding the opportunity in your own territory. 
= 2 4 PI yiny y 


Sinee July first, 330 new dealers 
have signed Reo contracts! 


REO MOTOR CAR COMPANY .-.LANSING . TORONTO 


THE NEW I1Y,-TON SPEED WAGON 


Ca etn An ae me} 5 
; Se a 


REO MOTOR CAR COMPANY, Lansing, Michigan ADN825 











Please send me at once—either by letter or through your 


representative—details of the Reo Special Truck Franchise. 


Line(s) now handled 





My Firm Name 






Address 

Four-Cylinder $625, Six-Cylinder $725 
Chassis f. 0. 6. Lansing, Michigan 

Dual Wheels $25 Extra 






A few examples of Reo’s ex- 
tensive line of quality bodies 
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By CHRIS SINSABAUGH 


ETROIT, Aug. 24.—A year and a half ago, when Dodge | 


Brothers announced th 


ey were giving their dealers a 


coverage of from 75 to 80 per cent. in the passenger car 


field with their Dodge 6’s and 8’s and the Plymouth, and 96 | 
per cent. in meeting the hauling needs of the world, it was 
regarded as something out of the ordinary, a demonstration | 


of executive accomplishment that explains one of the reasons 


why 71 per cent. of the Dodge dealer army 


Dodge franchise six years or 

If that surprised you at the start 
of 1930, what do you think now— 
in the middle of 193:—to find that 
even this phenomenal coverage has 
been increased to 96.6 per cent. in 
the case of the passenger car and 
98.1 per cent. with trucks? 


Stumbling on these interesting 
statistics, I pushed my inquiries 
further, finding that so far as the 
Dodge dealer is concerned his sell- 
ing opportunities cover a wide range. 
There is only 3.4 per cent. of the 


passenger car market where he can- 
not go after the business. The Dodge 
8 gives him 10 per cent. of the pos- 
sibilities; 
is a 21 per cent. field, while with 
the floating power Plymouth, which 
you know is handled only by deal- 





A. van Der Zee 


ers representing the threc big 
Chrysler units, he enters a field in 
which 65.5 per cent. of the cars are 
sold. Total, 96.6 per cent. 

Then when he caters to the needs 
of the haulage market there is only 
1.9 per cent. of the possibilities that 
he cannot hope to interest—those 
who need the giant five-tonners, 
few and far between. Dodge heavy- 
duty trucks meet the needs of 8.2 
per cent. of the users of commer- 
cial vehicles, while with the stand- 
ard line the percentage runs to 89.9 
per cent. Total, 98.1 per cent. 

And 
chances for business. Dodge has 
taxicabs, school buses, motor 
coaches and other types that almost 
make it a straight flush for the 
holder of a Dodge franchise. Leav- 
ing out the infinitesimal 3.4 per 
cent. as represented by the cars in 
the high-priced bracket and the 
over five-ton trucks, the Dodge 
dealer franchise seemingly covers 
every demand in the way of motor 
transportation and haulage that 
exists. 

ONCE A DODGE DEALER 
ALWAYS A DODGE DEALED 

It is because this coverage for the 
dealer is so unusual that the present 
writer has felt A. D. N. readers 
would be interested in just what the 
present administration at Dodge 
Brothers has been doing to make its 
dealer offering so attractive to re- 
tailers and perhaps explain why it 
has been possible for Dodge to hold 
its field representatves the way it 
does. Few concerns in the indus- 
try can boast the way Dodge can 
that 71 per cent. of its dealers has 
had the line for six years or more. 
It would seem from this that once 
a Dodge dealer, always a Dodge 
dealer. 

Inquiry on my part has disclosed 
that while the coverage the fran- 
chise gives has been an important 
factor in reducing dealer mortality 
that that is not the only reason. I 
found that the factory really is the 
big brother to the dealer in the way 
ef co-operation and interest in the 


franchise holder through service, 


with the Dodge 6 there | 


. | engines and parts, 


this does not exhaust the} 


more, 

' 

| service being 
| intelligent advice as how to sell cars 
| based on the experience of years; 
| dealer accounting service which en- 
j} ables the retailers to know where 
leaks are; advice as to the mer- 
| chandising of used cars; ideas the 
|creation of good will through the 
| marketing of minor articles; ways to 
| run the service stations at a profit— 
jin a broad way, brotherly advice 
which if followed will make money 
| for the dealer. 

In analyzing the unusual loyalty 
|} of the Dodge dealers, one finds the 
answer in thehistory of the house. 
| Before putting the Dodge on the 
| market in 1914, John F. and Horace 


| Dodge had served the industry in! 


la noteworthy manner as makers of 
their product 
| having figured in the construction 
of more than 500,000 automobiles, 
really representing something un- 
usual for the time. 

When the Dodges became auto- 
mobile manufacturers they used as 
a yardstick in measuring the quali- 


we 


has held the! 


interpreted to mean | 


Complete Coverage Basis of Dodge 





Y 


| 


per cent. The factory has given us 
co-operation we never have known 
before, and such assistance is vital 
to the dealer. Dodge owners are 
giving us year after year at least 
80 per cent. repeat business.” 
Down in New Orleans, La., the 
Fairchild Motor Car Company have 
been automotive dealers since 1909. 
In January, 1915, they were ap- 
pointed Dodge dealers. After six- 
teen years with Dodge they say of 
the franchise, “We know of none 
comparable.” Continuing in their 
comments they say, “We are of the 
opinion that Dodge Brothers are 


fications of the kind of dealers |offering a franchise which will give 


they wanted the following: 


a remarkable opportunity to any 


1—A reputation for honesty and/|dealer who understands and appre- 


straightforward dealing. 

2—Sound business experience. 

3—Adequate financial strength. 

After eighteen years we find that 
not even a chip of mortar has been 
knocked off these foundation 
stones. The foresight of the Dodges 
in selecting their field representa- 
tives has built up a remarkable 
strength in this line. And be it 
said to the credit of the present ad- 
ministration, those early beliefs in 
the qualifications of a good dealer 
have been followed closely. A dealer 
who can check on these three points 
can represent Dodge and make 
money. 
MANAGEMENT ADHERES TO 
PRINCIPLES OF FOUNDERS 


I haven't had to take the fac- 
tory’s word as to the money making 


| franchise. 
to go through the files and read 
isome of the letters from the old 
wheel horses themselves, unques- 
tioned evidence as to the value of a 
Dodge franchise. 

Take the Conrad Motor Company 
of Scranton, Pa., for instance, which 
has handled the line since the first 
car was built, in 1914, which states 
that “the thing we particularly like 
about the Dodge franchise is not 
only the completeness of the line 
and the product itself, but the co- 
| operative attitude of the manage- 
ment in the matter of systems, 
budget plans, used car department 
helps, etc. One of the most valuable 
assets any dealer can have is the 
present Dodge system of shipping 
cars to dealers on his order only. 
By this method we are able to keep 
a well balanced stock without at any 
time feeling we are or going to be 
overlooked.” 

Mahan-Kerr Motor Company, 
Inc., Knoxville, Tenn., who have 
been Dodge dealers since the first 
Dodge car was built, say that 
through all these years of operation 
with Dodge Brothers product they 
have never closed their books in the 
red. They have this to say: “Were 
we free and footiloose today to 
choose our preference of a money- 
making franchise, Dodge Brothers 
would be our first choice... . We 
have benefited greatly by the vari- 
ous factory policies. . . . The fac- 
tory co-operation is a wonderful 
help in most instances to every 
dealer. . . . The dealer’s operation 
and service departments have been 
of inestimable value to us. ... 
Seventy-five (75) per cent, of our 
business is repeat business year after 
year.” 

Says the Central Motor Sales 
Company of Springfield, Mo., which 
was one of the earliest to hang out 
the Dodge sign: “Our average re- 
turn on our capital for our first 
fifteen years was approximately 20 








possibilities that exist in the Dodge | 
I have been privileged | 


ciates the value of such a fran- 
chise. We are highly appreciative 
of the friendly relationships which 
have been constantly maintained 
and nourished by the Dodge factory 
executives. We have always be- 
lieved in and followed the policies 
as established by Dodge Brothers 
when we took over their franchise. 
We believe these policies to be 
fundamentally sound in every re- 
spect. We have found that Dodge 
owners have been consistent in 
their repeat purchases.” 

“Several years we received over 9 
per cent. on our total sales, which 
we doubt would be possible with 
many other franchises,” writes the 


Marksheffel Motor Company of 
Colorado Springs, Col., which 
started with Dodge in 1914. 
OLD DEALERS WOULD 
NOT TRADE FRANCHISF 

The dealer in Salisbury, N. C., 


McCanless Motor Company, owes its 
entire business success to the Dodge 
franchise, which it has had for 
thirteen years. It says, “we would 
not trade the Dodge contract for 
any other automobile contract, be- 
cause we think it is the most valu- 
able. We get a great deal of repeat 
business especially from those who 
have had experience driving other 
makes of cars, as they find the 
Dodge car will give them more hard 
service than anything else they can 





buy. The Dodge policy has sound 
and progressive factory co-opera- 
tion behind it, one that is out to 
build up and not to tear down.” 
With this bird’s-eye view of Dodge 
Brothers’ methods and results, I felt 
that I would like to interview A. van 
Der Zee, general sales manager of 
the company, and get his ideas on 
what makes a franchise valuable to 
a dealer. This has always been a 
pet subject with van Der Zee, and 
I think his opinions in the matter 
are of real interest not only to 
Dodge dealers and prospective deal- 
ers but to all prospective automo- 
tive merchants who are considering 
taking on a franchise to sell motor 





vehicle units. 

I was lucky enough to catch Mr. 
van Der Zee in his office and genial 
as usual, he gave me all the time 
I needed. Nevertheless, knowing 
him as one of the busiest executives 
in Detroit, I wasted no time, but 
went directly at him on the subject 
I had in mind. 

“Mr. van Der Zee, what do you 
consider the essentials that a dealer 
should look for in a franchise that 
he is considering taking on?” I 
asked. 

“That’s a good question and a fair 
one,” Mr. van Der Zee answered. 
“I wish more people asked it. One 
of the questions that we see fre- 
quently discussed in the automotive 
press and elsewhere is that of the 
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REPRESENTATIVE 


qualifications that make a good au- | 
tomobile dealer. I won’t deny that | 
this is an interesting question, but | 
it has always seemed to me that | 
just as pertinent an inquiry can be | 
made as to what qualifications the 
dealer or prospective dealer should | 
look for in the franchise that he! 
takes on. 

“It seems to me that a merchant 
considering entering the sales or-' 
ganization of a motor vehicle manu- ; 
facturer would want to know that’ 
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Dodge truck model 


the company had a reputation for 
honorable and generous treatment 
of its dealer organization. A dealer 
ought to be sure that the company 
he purposes investing his efforts 
with, keeps a watchful eye on his 
business and his interests, for in- 
stance, regulating production to 
actual demand and not forcing cars 
on him, that can only be gotten 


(Continued on Page 7) 
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G. E. INTRODUCES NEW | Hendrickson Six-W heel Unit 


FTECTRIC STEAM 
GENERATOR 


The General Electric Company 
announces a line of electric steam 
generators for application anywhere 
in industry where steam is needed 
but is not available in sufficient 
quantities or at suitable pressure. 
The line includes two pressure rat- 
ings—100 and 200 pounds—in vari- 
ous sizes and electrical ratings. 

The standard unit consists of a 
suitable steel container, in which 
One or more helicoil sheath-wire 
immersion heaters (depending upon 
the capacity required) are inserted. 
The generator is provided with 
standard boiler fittings. including a 


safety valve, steam gauge, water 
column, blow valve, steam valve 
etc. A typical control equipment 


consists of a magnetic switch and 
an automatic pressure governor 
which, when operated in conjunc- 
tion with a low-water alarm, auto- 
matic heat-shut-off switch and 
some device for automatically feed- 
ing additional water to the gen- 
erator, makes the equipment com- 
pletely automatic in operation, and 
obviates any necessity of supervision 
except for the periodic inspection 
ordinarily given to any electric 
apparatus. 

Strictly speaking, the normal rat- 
ing of an electric steam generator 
is its maximum rating, but addi- 
tional capacity (in pounds of steam 
that can be “flashed” for a given 
interval) can be obtained by incor- 
porating in the design an accumu- 
lator capacity. This is attained by 
raising a larger volume of water to 
a higher pressure than for normal 
requirements and providing the elec- 
tric steam generator with a pres- 
sure reducer. Because of this ac- 
cumulator capacity a quantity of 
steam can be flashed without re- 
ducing the normal pressure. This 
arrangement is quite essential when 
steam demands are large for the 
initial heating of such devices as 
process tables, platens and kettles 
where speed in heating is required. 

Many applications are listed for 
this equipment by the manufacturer, 
including cavity vulcanizers (tires), 
coil-forming presses, core vulcaniz- 
ers (tires), curing celluloid products, 
treating aluminum castings, hy- 
draulic vulcanizing presses, im- 
pregnating tanks, automobile wash- 
ing machines, etc. 


R. G. STROHL RETURNS 


TO AUTOCAR COMPANY | 


Ardmore, Pa., Aug. 24.—Ralph G. 
Strohl has returned to the engineer- 
ing staff of the Autocar Company, 
manufacturers of heavy duty motor 
trucks, after an absence of two and 
one-half years during which he was 
associated with Mack Company at 
its Allentown plant as special equip- 
ment engineer. 

Strohl’s previous connection with 
the Autocar Company continued for 
eleven years and during practically 
all of that time he was engaged in 
directing the experimental engineer- 
ing research of the Autocar Com- 
pany. He is a graduate in mechani- 
cal engineering from Drexel Insti- 
tute and early in his career was em- 
ployed by the Light Manufacturing 
and Foundry Company of Potts- 
town, Pa. He was also at one 
time technical assistant to the su- 
perintendent of transportation of 
the Philadelphia Electric Company. 


BAYWAY PLANT HOLDS 
STANDARD SAFETY RECORD 


Bayonne, N. J., Aug. 24.—With not 
a single lost-time accident reported 
during July at the Bayonne plant of 
the Standard Oil Company, this 
refinery for the first time in its 
history entered its name on the 
company’s no-accident month list. 
Exactly 578,902 manlhours were 
worked by employes cf the Bayonne 
plant during the past thirty-one 
days, and in that time not one 
serious accident was accepted as a 
lost- time case. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 








THE NEW HENDRICKSON UNIT for converting light duty one and 
one-half ton trucks into six-wheel heavy duty units, which was 
__Geseribed in d in Automotive Daily News August 22, is Shown: above 


M.E. A. Urges Support 
Of N ‘ational Car Shows 


(Continued from Page 1) 


their own product. In past years it 
has been the experience of M. E. A. 
manufacturers of original equipment 


to have executives walk into their | 





motive products and members of the 
automotive service trade. The M. E. 
A. National Shows Committee plans 
to organize the wholesalers in the 


exhibit for information when these | New York and Chicago areas so that 


same manufacturers nad been un- 
successful for months in attempts to 
contact these executives in their of- 
fices. Obviously a hotel room could 
not perform this function, because 
there would be no way of attracting 
such executives to such room ex- 
hibits, 

The coming shows also will attract 
large number of distributors of auto- 


GOODYEAR STUDYING 
PLANS TO STABILIZE 
ITS EMPLOYMENT 


(Continued from Page 1) 
of automobiles throughout the 
twelve months, the seasonal element 


is still a definitefactor in the tire 
business, only about half as many 
tires being bought in the winter 
months as in the summer. The 
four months, June-September, are 
responsible for 42 per cent. of the 
car owners’ purchases of tires, while 
November and December total about 
12 per cent. 

The tire manufacturers have 
sought to even off these peaks and 
valleys of demand by the “spring 
dating system,” under which tire 
dealers buy as high as one-third of 
the year’s requirement in December 
and January for delivery after Jan- 
uary 1, with payment spread over 
ninety days instead of the usual 
thirty-day period. Those spring 
dating orders give the manufacturer 
a backlog to hold his production 
organization together after the first 
of the year, but leave him still with 
@ personnel problem for the last 
months of the year. 

“It seems to be quite possible, 
however,” President Litchfield states, 
“to so divide up the work to 
carry the production organization 
throughout the whole period and 
have the men available gvhen the 
turn comes in January and be in 
better shape to meet the heavier 
demands of summer, 

“I am inclined to believe that the 
principle of spreading out the work 
as far as it will go is applicable to 
a considerable extent to many in- 
dustries, merchandising houses, with 
such adaptations as the require- 


they will work closely with the ex- 
hibiting manufacturers. Meetings of 
wholesalers will be held prior to the 
shows, so that all details of distrib- 
uting “trade” tickets to their dealers 
will be worked out, and so that the 
wholesalers will be organized to work 
closely with exhibiting manufactur- 
ers in developing prospects for their 
products. Here again it will be the 
shows which will attract the trade— 
not the side exhibits. 

The N. A. C. C. Show Committee 
has generously made a number of 
important concessions to trade ex- 
hibitors which are expected to make 
important improvements in the ap- 
pearance of the exhibits in the trade 
sections of the show. Regulations 
governing backgrounds, signs and 
set-up of exhibits will be much more 
liberal than in the past, so that 
these displays will be made far more 
attractive and will be able to vie 
with the new car displays for the 
attention of the public. 


GASOLINE TAX NOW 
THIRD TO HALF OF 
MOTOR FUEL PRICE 


New York, Aug. 24.—State gaso- 
line taxes on August 1 averaged 
4.09 cents per gallon, or more than 
one-third the actual price of gas- 
oline, which averaged 12.01 cents per 
gallon as reported to American 
Petroleum Institute from fifty rep- 
resentative cities. The average tax 
rate thus has reached a new peak, 
due largely to imposition of the 7 
cents per gallon tax in Florida and 
5-cent tax rate in Alabama. 

Three-fourths of the states now 
levy gasoline taxes of 4 cents or 
more per gallon, making the tax 
331-3 to approximately 60 per cent. 
of the actual price of motor fuel, 
although when the 7-cent tax be- 
came effective in Florida August 1, 
the price of gasoline in Jacksonville 
was 10 cents per gallon, and the 
cost to the motorist was 17 cents, 
the tax representing 70 per cent. in 
this case. 

Five states now have a 2 cents per 
gallon gasoline tax and eleven a tax 
of 3 cents, while sixteen impose a 


ments of the particular business re- |4-cent tax, five a 6-cent tax and one 


quire. 

“While the final solution of un- 
employment waits on the funda- 
mental adjustment of business, I 
believe that distress in the mean- 
time can be mitigated by a sincere 
effort on the part of employers to 
keep at least the majority of their 
employees in an earning position 
rather than to keep part of them on 
full time and the rest of them with- 
out any work at all.” 


la tax of 7 cents. 


The following table shows how the 
average gasoline tax rate has in- 
creased this year: 


January 1, 1931 ......seeeeees $.0382 
February 1, 1931 ...... were 
March 1, 1931 ....... sesecccce Aman 
April 1, 1931 ...... eeecevece .0398 
May 1, 1931 ..... eeecveceee .0400 
June 1, 1931 ...... eanannsesae6 UE 
July 1, 1931 ...... seccccnesens Gan 


August 1, 1931 .0409 
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RAMSEY DEVELOPS 
NEW OIL CONTROL 
SYSTEM 


The Ramsey Accessories Manu- | 
facturing Corporation, maker of 
Ramco replacement piston rings and 
Ramco inner rings, has developed a 
method of oil control which consists 
of a tapered outer compression ring 
with an inner ring to be used in 
combination with the combination 
oil ring. 

This method uses the compression | 
rings to help control oil. The taper 
feature seats while the motor is be- 
ing run in and compensates for} 
minor misalignments and prevents | 
future oil pumping, the makers 
claim, as the taper acts in the man- 
ner of a sled runner in getting over 
the oil on the up stroke and carry- 
ing the oil past the oil ring away on | 
the down stroke and keeping a film 
of oil constantly between the piston 
and cylinder walls, insuring perfect 
lubrication at all times. 

The use of the inner ring is said 
to prevent ring flutter at high 
speeds, gives equalized wall pressure, 
insuring lasting compression. By 
gripping the piston, it centralizes its 
action and prevents piston slap. 
This eliminates irregular piston ring 
and cylinder wall wear and length- 
ens the life of the engine, it is said. 

This is an undercut oil ring, which 
forms a compensating channel when 
installed in the lower groove, pene- 
trates the oil film and drains the 
excess through large slots in the 
piston ring. In combination with 
the recessed inner ring, which has 
large undercut slots, perfect oil 
drainage | is claimed. 


COMPLETE COVERAGE 
BASIS OF DODGE 
FRANCHISE 


(Continued from Page 6) 


rid of by uneconomic methods of 
doing business. 

“If I were a dealer considering 
tying up with a certain company I| 
would want to know that the factory 
gave its merchants all possible help} 
in the adoption of better mer- 
chandising methods, of improving 
my system of accounting and office | 
management. Here at Dodge Bro-| 
thers we invite dealers who are con- | 
sidering our franchise to examine 
our standardized accounting system | 
and explain carefully to them the} 
benefit it will be in their business | 
progress. 

VAN DER ZEE EMPHASIZES 
DEALED HELP 

“Of course, a good product should 
be absolutely fundamental in select- 
ing a franchise. And by ‘good 
product’ I mean more than simply 
a good car, merchanically and in 
beauty and convenience. To give a 
dealer a real opportunity for de- 
velopment the line he is handling 
must give him a wide and varied 
market. Here at Dodge Brothers we 
boast that our passenger car line 
covers 96.6 per cent. of the entire 
market available, while our truck line 
covers 98.1 per cent. of the market 
in that field. Let me explain ex- 
actly what I mean saying this. A 
Dodge Brothers dealer in the pas- 
senger car field, with the Plymouth, 
the Dodge Six and the Dodge Eight, 
has vehicles to offer in price classes 
that cover 96.6 per cent. of all the 
cars sold in this country. And Dodge 
Brothers trucks cover 98.1 per cent. 
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GEORGIA ADOPTS 
DR&VER LICENSE LAW 

Atlanta, Ga., Aug. 24 (UTPS).— 
By a vote of 40 to 9 the Georgia 
state Senate has passed the Weekes 
license bill, requiring all automobile 
drivers in the state to secure from 
the county sheriff a license to drive. 


FRANK E. WITT 

Chicago, Aug. 24.—Frank E. Witt, 
wholesale manager of the Auburn- 
Chicago Company, died here after 
an illness of five weeks. Before 
joining the Auburn and Cord dis- 
tributor, Mr. Witt was associated in 
turn with the Flint, Stutz and Oak- 
land-Pontiac distributors in this city. 





MANLEY BRAKE DRUM 
TRUING TOOL 


A precision tool to accurately true 
brake drums is announced by the 
Manley Manufacturing Company, 
It is light in weight and easy to 
handle. It requires no special skill 
to place it ready for operating. 
Centering cones of hardened steel 
precision ground make this possible, 


|} the makers claim. 


Adjustable feed mechanism stops 
the machine automatically when 
operation is complete. 


| PERFECT CIRCLE HAS 


RECORD SEVEN MONTHS 
REPLACEMENT SALES 


Hagerstown, Ind., Aug. 24.—July 
proved to be another banner month 
for the sale of Perfect Circle piston 
rings for replacement purposes. 
Sales in this division of the business 
registered a gain of 80 per cent. 
over July, 1930 which is the largest 
gain made during any one month 
in 1931 over a corresponding month 
of the previous year. 

Replacement sales through lead- 
ing automotive equipment jobbers 
for the first seven months of 1931 
gained 61 per cent. over the same 
period of 1930 and were 70 per cent. 
ahead of the first seven months 
of 1929. 

In discussing replacement sales, 
Lothair Teetor, vice-president in 
charge of sales said, “It is en- 
couraging to report the unusually 
large sales increase in the replace- 
ment division of our business, espe- 
cially in a year that has generally 
been a little difficult for a great 
many companies. We have every 
reason to believe that our unusual 
replacement sales increase will con- 
tinue firm throughout the remainder 
of 1931 with a very sizable increase 


over the year 1930.” 
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er the automotive industry 
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Complete Coverage Basis 


Of the Dodge Franchise 
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of all the commercial vehicle units 
sold in America. 
“The importance of this will be 
readily seen. The dealer must have 
as wide a coverage as possible, so as 
to have something to offer as many 
buyers as possible. This not only 
gives a far reaching chance for new 
car sales, but it helps the live deal- 
er develop the all-important repeat 
business. To use our own company as 
an example again, a new car buyer 
may begin by purchasing a Ply- 
mouth. After he has had complete 
satisfaction from that car for a 
year or so, his financial position 
may suggest an advance to the 
Dodge Six and later he may gradu- 
ate to a Dodge Eight. In 1929 40 
per cent. of Dodge buyers were for- 
mer Dodge owners. That is a very 
definite benefit derived from com- 
plete coverage in a franchise. 
“Then again a line that taps all 
or nearly all price classes gives the 
dealer a rapid turnover. It gives 
his salesmen a chance to make real 
money, because their efforts are not 
limited to a single price class. 
“With all of the fine assistance 
given dealers to help them in the 
conduct of their business and with 
the assurance of a line of merchan- 
dise covering over 98 per cent of 
the field, as Dodge does, there still 
is an important factor that the 
dealer should not overlook. And that 
is the matter of service. For over 
seventeen years Dodge cars have 
been going into every part of the 
country until today there are hun- 
dreds of thousands of Dodges in ac- 
tual service. That is something worth 
considering, and a dealer should not 


loose sight of the fact that there! Nevada . 9 ] 


may be hundreds of them right in 
h’s ewn territory. They will offer 
him a material source of service rev- 
ene and can be made the basis cf 
a large percentage of repeat busi- 
ness. 

“Of course, the used car end of 
the automotive business has always 
been somewhat of a sore spot, but 
certainly the dealer with a complete 
line is better off than one with a 
narrow range of offerings. This 
dealer is in a position to acquire a 
stock of used cars selling over a 
wide price range. His stock of used 
vehicles need not be any larger than 
another's but it gives the same 
price choice that his complete new 
car line offers.” 

“Whether we know it or not, ef- 
ficiency and economy in retail mer- 
chandising of motor vehicles call 
for the greatest number of sales per 
prospect contacted. A moment’s 
thought will convince any one of the 
truth of this statement. 
complete line, the salesman is able 
to meet any individual's demand as 
regards price. 
cut down the number of contacts 
that must be made per sale, when 
no such lattitude of offering is pos- 
sible. 

“The dealer certainly should con- 
sider whether the franchise that he 
is considering will give him the 
chance to build an efficient sales 
organization and keep it busy dur- 
ing the whole year. This ts a fac- 
tor that is very important and a 
comprehensive line of vehicles sim- 
plifies this problem. 

“Granting that the franchise that 
a prospective dealer is considering 
covers the market Satisfactorily, and 
that the lines of cars and, trucks are 
satisfactory in quality, price and 
general appeal, I believe that the 
merchant should next’ consider 
whether the franchise offers him a 
real chance of developing his serv- 
ice business. Is the factory co-oper- 
ating properly with its dealers in 
the matter of parts, promotion and 
other accessories to a progressive 
service business? Has the company 
a sufficient volume of vehicles in 
the hands of owners to keep the 
service department busy? If I may 
be pardoned for taking our own 
company as an example again: up 
to the first of July, 1931, Dodge 
Brothers had manufactured a total 
of 2,492,734 vehicles. Of this num- 
ber 1,423,844 are still in operation. 
Obviously, this with the number of 
Plymouths in owners’ hands, our 
dealers have a volume of service 
work ready to hand. If they offer 
efficient and economical service 


they can keep this volume of busi- 
ness in their own shops. 
It has always been my feeling 


With a} 


Obviously this must | 








that the successful automobile 
dealer has got to be a merchant of 
complete motor transportation, from 
new car to final repair, I might 
even say to the very act of burying 


the corpse or junking, if you will. 


The dealer who depends on new car 








Figures in this table are from R. L. Polk & Co. of Detroit, 
Some of this data has been published 
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sales alone is in a precarious posi- 
tion nowadays. The real dealer will 
give just the same attention to his 
used car department that he does to 
his new car salesroom. He will 
keep his service department up to 
the highest degree of efficiency and 
economy. His parts division yill be 
run on lines that will insure his 
holding the customers he naturally 
has and getting new ones. This 
dealer will devote real thought and 
care to his promotion efforts, which 
means his reaching out for sales in 
every department of his business. 
It goes without saying that such a 


merchant’s accounting and book- 
keeping will be on such q basis that 
he will know every day exactly 
where he stands. He will not have 
leaks in his accounting department 
that permit profits made elsewhere 
to seep away here. 

“Here at Dodge Brothers we be- 
lieve that the man fitted to operate 
a dealership along the lines indi- 
cated will be a man who wants to 
know exactly what he is getting 
when he takes out a franchise with 
any manufacturer. We welcome the 
prospective dealer who wants to 
make the closest possible scrutiny 








of what he will get in a Dodge 
franchise. Naturally, we believe we 
have a franchise that will permit or 
better assist an energetic and re« 
sponsible dealer to build up an exe 
cellent business. We like to have 
men who measure up to these ree 
quirements come to us and make 
the most exhaustive investigation of 
the franchise we offer. When we 
sign up a man who has done this, 
we feel certain that we have a new 
dealer with all the requisites for a 
successful merchandising of Dodge 
Brothers cars and commercial vehi- 
cles.” 





CUMULATIVE NEW PASSENGER CAR 


Returns for today: Georgia, lowa, Massachusetts, Michigan, 


In this table 35 states and the District of Columbia. 
































with the exception of Illinois, which are supplied by the Robinson Advertising 
previously, but it is given here complete for the convenience of our subscribers. Readers desiring 
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States 
Alabama | il; | 80 2; 548] ~— 20) 1) 8| 23| l 6| 482 | 5) 2| 1| 

Arkansas | 2} | _-28) 3,817] —«40, [14] | 82 5| 578) | 16) 2| q 4 
Conn, | 1] 221 36, 810{ 106) 1} ‘104 25| 122; «+416; «$89; +748}  #+413{ 37 41) 36 19 
Delaware |_| | 29) 5&6 iS ( iaati‘YSO*é‘«* j 3] «210 8| 118) { 5| | 4 
Florida | 326 51 1 -672| 70, 3) 13) 4] 32| 4) 31, 651; ~=—4| 35| 23| 12) q 
Georgia | 6 lL @ 3] 530] 17 9| 4, 36 + #&«+| 10, 458) 7. oa oh Ue oe 
CT 2| 18 | 150] 16| | 8| 9] aij 2 3; «155, 1] 6} 2| 2| 

Illinois | 315; 15; 570; 94-3929] 439) 10, 301) 69} 417 29; +213) + +3718] 13] 160) 93, 157 81 
Indiana | 121) 3; 149,10, 1300] 146) 4, (165) 7] «186; ~=—S13;—Ss1| «(1016 2} 45) 55) 35| 10 
towa | —_s381 | __114] 7, 1637) #89 ~+®#&1 28 38] 120, 25) 86, 1144! 3] 30) 57| 35) 3 
Maryland | _57 | 82; —i«7|~=Ss«78| «CG 4 21| 2] +53; ~«*‘14| 65| 687 3] +38 25| 15| 7 
Mass. | 156, 8} 4384 57| 2132] (243) 2; «62 28) 218) 39). 320; 2585) 26 | 84, —«:133; 96, 67 
Michigan | 86| 12) 316) 51, 2259] 208; 3, —«153) 59| 226) 39, 251; + ~=—2100) 4| 69 110, «BB 31 
Minn. | 49) 3 158) 11 1625] ‘129, 1; «59 12] ‘102 21| 78, 1066 3| 47] 49) 54] 5 
Missouri | . 55 6 137 lif 1458[ 90, 4) 48) ij 1%) 13) 61, 1131) 3| 55! 31| 33] 10 
Montana | Ss 3 329,27, s—i“‘(ié‘i;S*‘éi CYC 9| 23; 246) 1| 5| 15) 9| 3 
Nebraska | 18 7|_ ‘60 3} 984] 45) 2, «3| 9} 47 4 O27 713} 1} 2 )=6i 7| 2 
Ee ee 7 2| 8) | 4; _—90 5) 2| 1| 1 
N.Hamp. | 9 2 47 4) 264] — 15, fC 1] 26, SSS 88] 266 2] 14 9| 7 1 
N. Jersey | 175 5) 442; 65,1940] 317, 6 ,ss—“(i‘éwSYYSSCTSSCA|Ss«éiAS|s—SCs«éd#S|S—*C‘iYYSC:C“‘“ ,CHYSC*«M@CS 35 
N. Mexico] | | 3i| a ) a (cr . -. « 2. - °C 2 « oo 
N.Car. | 32 8 78| 8 1390{ 101, | 0 10] 1147 &«:| 64 1313) 7; «s wt 9 
N.Dakota | 0 3A | 218f iy | 2| 6| 10) 3) | 165, | 5| 7 3 

Ohio | tt, 3} 269,89) 2631] 327, | S270, SCT SSC 48, 266, 2490; 18) 102) 97; 130) 22 
Oklahoma| _19 6| «93 ee ae ee Ue. h Ue hd. le 5] 10 7| 4 4 
Penna. | 314 17 716| 81, 3902| 618,821, TCT 71| 354, 2834| 30| 252) 142; 155) £65 
Rho. Isl. | 40, Ss 3|_—S—«é86' 7 si[ 6 °&4z£»1 6 | “4 7 4 382) 5, 2 i3) +i 6S 
S.Ca’lina | 12) i 0, 6G fT Ci 9! 35] | 26 6 °° ‘| sj CtiCa|:Ci‘itT:SSSCS8 
S. Dak. | 4 2 = 18) 2-296, S17, TSC 13] 3! 4| isi iyi ter]ThlhmCUmCUMGtCSG 

Utah | 12 | af 5| 184] 9 7 6| ‘16 3| 9 (164 if il 5| 

Vermont | 7) | HC <8] Tt TCS SCCCédAT | 6; 10) 7 2 
Virginia | 17, 10, 95) 10,1458] S,sC—“(tié‘iYSC*;éC 1| ‘66 6} 75) «1256, | 23! 33] 5 
Wash’ton | 388s 8 768, «696 28| 78 #23; «+53 ‘T7i| 4) 52, 34) 35 8 
W.Va. | 47 4 56] OC 2 32 12] 96 3| 41, 582 2] 32 i3jtiCia1StC SD 
Wisconsin| 85, 4|—Ss181, S20 —«s1683] ~——«139) 378) 33] 164) —s17,_—~S«a122) «1070 4, 63,——“(itiSSCH il 
D. of Col. | 37 1 95 6 682 | o #4=| =O | 65 6 os ta 3], O tt wm  & EG 
Totals | 2089, 139! 4942; 582, 38848] 3868 68 2209 557 | 3651| 504! 2735; 33061; 167] 1384; 1253; 1154 435 
Ala.,1930 | 3; 8, SG], 5 } 19| 13, 867 | 11 8 9 4 
Ark, ’30 | 5 4 49) 51387, | 105 26 31; 1912) 3; «ww 6 8 ir 
Conn.,’30 | 21,21; 277,28) 696] «119 4, «136 { 119 15; ~=«119' «1464 16, 81; 65 76 36 
Dela,’30 | 2 =2 ~~ 33} SY TC ; 4 13) 12; 2931 | a ae oe 
Fia, 30 | 1648, CSS Y]CDsC“‘ RSC | «6 63 49, 1108 =60 6 |i‘ 22; «20 8 
Ga. 1930 | 5) Sd 2 36520 } 2 #5} aij 611 1] il 8 Cg 2 
Idaho,’30 | 1, SBC | 221] «20 | 16) | 19) i i 9371 1) « @ 4 — 
m.,1930 | 75, 34) 562; 72,3495] ~—| =~ 4|——(269 | 346,103,242, 7270; ~=S«S0] ~—«175| ~=—«i«d53| S280, 
Ind.,’30 | 24, 1941/22) “1018 8410, 116) | 108,31; 108, 2167 5} 62 54 40, 11 
Towa, 1930] 13,15, 9072021 «i119 3 39) | _149 79, «92; 2709) a a er 
Ma, 1930 | 4S s12|—123, Si, BBY CT,SC*«‘ TSC | 36 15) 46, 1375) 8] 40, 23| 39) “12 
Mass. ‘30 | 33, 40; 339, 66.1567] 220,78 | 292) 56) 377; 4478; 28104, = 130) 141 42 
Mich, 30] 9% 82-468 581586] 171 8 84 | _145) 63, 244 «(6570 4, 110, 117 69) 35 
Minn.,"30 | 16 33,140, aa) TTT 158) | a | 105| 46,103 a7ra|__— | ——«S|__—*53|__—T9|_——=«i 
Mo., 1930 | 1l| 35 133 8 1242); ~——«91 2| 47 { 125, 23 95| 1769) 8] 67, 29, ——«35) 22 
Mont.,’30 | sj, TN 8 82RY 84 | 21 | 386 28, 426 | 2] 14 15,12 2 
Neb., 1930 | 5} 3 69) 1 1041; 84 zo? | 86 22| 28) «1576 1| 28) 10 14/ 2 
Nev., 1930 | 8, 5) 28 yO 38) | 2 {_29| 8| 12/207] 1} 3 11] 6| 3 
N.H,'30 | 10, | 40) aq —-221;—Ss28 | _‘14 a 29; —«473) | 17 16) 7 2 
N. J., 1930 | 65) 66; 554 65) 1543] —272| 4; 118) | __202/ 74, «199 3731) 27} «123; —Ss«dlj——=«*1:18 48 
N. M., ’30 | | | _55| 2-289] 18 iy b 28) 5| | 375) | 8 8| 1| 

N.C.°30 | 3| 12 69| 7 958) —«o92 1 20| | 66) 6| 44, 1854] 2) «27, ~—«30 6| 12 
N.p.'30 | if 2 82f 0 | 1913) 6| 497 | 12 4| 1| 

Ohio, 1930} _—*57|—Ss«1{_——387|_—S 80] 2435] = 266, 10, S224 | 254, 01) 268, 5558) 32] +176, + 124; 4159 53 
Okla, 30 | + 6 13; «291 15. 1973] ~—«113. 5} «62 | 238) 48 47; 2742) 8] 50. 27 19) 14 
Pa., 1930 | 75| +145) « 651! 87, 3270] 710 7| +332 | 516) 174; 393) 6660) 49| 331; —«229, ~—S—«328 93 
R130 [| 7 1| 91] 9 ~=—«S06f~—SC=«STZLY 1| 69) | 36| 8) 34, 722) 6] 22; ~—«2i 21) 12 
$.c.30% | | 4 28) | 524] 36) | 23] | 18) 3] 18; 895; 3] 7 #7 9 2 
§.D,"30 | 1] 3) 14 | 643] 29; l 13| | 58) 40] 20; «897 | 14 17) 13! 2 
Utah, 30 | 5) «110i ~SS—«838 3, 224] 11) 3| 16; | 20 21,25, += 430, 5] 16] 10) 2| “_ 
Vi., 1930 | 4) > 1} 154] 35 2 #6 i 17| 5| 28, «298 ij 14 14| 14 5 
Va, 1930 | £7 «(+14 ~~ ©1142) 9 1202{ 73) #«+<t| 55 | 106; ~=«-22 54, 1798) 5} 31 2 ©29 6 
Wash.,’30 | 20, 9189) 10,832] —«i148 4 94 | 90, —*120) 60] 1885) 10] «53 30,5 8 
Ww. V."30 | 9) 9 59| 7 809) ~+® 81 1| 38) | 109, ~=25) 83, 1298) 2| 71| 26| 23] 5 
Wis. 30 | 18) 24, +290[ 24 1781) + +165, «2 109) | 142; 85) 144) 2794; 12] 91 Bi; —*52| 9 
D.C, "30 | 2 18 ~§©106) 9-396] 47 1 19| | 29) 13| 25| 1130) 6] ‘3! 11| 30) 8 
Totals,'30 | 538, 767! 5603; 654) 36961] 4050! 126 2216/ } 3748; 1326} 3104/ 71982; 311] 2044, 1556; 1788| 573 


*Not in production. 





SAFETY FREE-WHEELING 
OPENS IN DES MOINES 


Des Moines, Ia., Aug. 24.— The 
Safety Free-Wheeling Sales Com- 
pany has been opened at 1600 Lo- 
cust St. by Paul Friedman and Les 
Becker. New firm is to operate in 
Iowa and Nebraska through sales- 
men, dealers and distributors. 


AWAITING NEW BUSES 
Worcester, Mass., Aug. 24—A 
tentative date for the arrival of the 
new buses to replace three lines of 


ct¢ 1 
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the Worcester Consolidated Street 
Railway Company, Elm Park, Frank- 
lin Street and Grafton City line, is 
August 23, but General Manager 
Howard R. Whitney said last night 
that he does not expect the order 
will be filled before September 1. 


NEW FIRESTONE STATION 

Milwaukee, Wis., Aug. 24.— The 
Firestone Tire and Rubber Com- 
pany has opened the Milwaukee 
branch of Firestone “one stop” 
of service st station at West Vest State and 


North 6th Streets here. Erected at 
a cost of $200,000, the station oper- 
j}ates on the principle of giving the 
driver everything except mechanical 
repairing in one stop. 

BUYS FOR EXPANSION 

Buffalo, Aug. 24——Matt English, 
proprietor of a brake, battery and ac- 
cessory business at 624 South Park 
Ave., Buffalo, has purchased the 


large Kendall station, opposite this 
location, and will consolidate it with 
jo ane’ business. 


| tration statistics disclose that 
; Indiana, Minnesota, Wisconsin and 
| Illinois sales 





Better Tone in 


Car Sales 


Apparent in Middle West 


EW YORK, Aug. 24. — An im- | 

proved tone in retail sales of 
new passenger cars was plainly ap- | 
parent in July in the states in the 
region of the Great Lakes. Regis- 
in 


in July were better 
than | in | the preceding month, while | 


REGISTRATION STATISTICS, JULY, 1931 


Nebraska, Nevada, New Mexico, Oklahoma and Vermont. 
Service, Springfield, Ill., and New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J| 
county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies 
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the rate of seasonal decline in the 


| other states was slight. 


Indiana reported July registra- 


j tions of 4,574, as against 4,251 in 
| June, 


a gain of 7.6 per cent., and 
comparing with 4,922 in July of last 
year, a falling off of only 7 per 
cent. This rate of decline from a 
year ago was an improvement over 
that of earlier months. Indiana 
registrations for the first seven 
months of the total were 39,049, as 
compared with 54,531 in the cor- 
responding period of 1930, a decline 
of 28 per cent. 

In Minnesota, July retail sales of 
cars, aS measured by the actual 
registrations, totaled 4,992, as against 
3,998 in the preceding month, a gain 

of 25 per cent., and comparing with 
6,790 in July, 1930, a decline of 26 
per cent. For the first seven months, 
new car sales in this state amounted 
to 35,913, as against 51,913 a year 
ago, off 30.9 per cent. 


Wisconsin was another state to 
show a big gain in sales over the 
preceding month. July registrations 
in this state were 5,026, as against 
3,906 in June, a gain of 33 per cent., 
and comparing with 7,385 a year 
ago, a decline of 29 per cent. This 
was also a reduction in the rate of 


| falling off from last year, the total 


for the first seven months of 35,215 
comparing with 55,946 in 1$30, a de- 
cline of 37 per cent. 

Illinois July registrations, as pre- 
viously reported, totaled 13,874, as 
against 11,241 in June, a seasonal 


|}upturn of 23.5 per cent. and com- 


paring with 16,883 a year ago, a drop 
of 17.8 per cent. For the first seven 
months registrations in DTlinois to- 
taled 88,188, as compared with 


| 125,775 in the similar period of 1930, 
la decline of 34.7 per cent. 
;}per cent. drop in July represented 


The 17.8 


an improvement in sales in relation 


: to last year's level. 


Michigan reported July registra- 
tions of 9,161, as against 10,653 in 
the preceding month, a decline of 
14 per cent., and comparing with 
11,275 a year ago, a falling off of 18 
per cent. 

Registrations in Ohio in July were 
10,543, as against 12,003 in the pre- 
ceding month, a decline of 12 per 
cent., and comparing with 12,774 a 
year ago, off 17 per cent. 

Field reports from the foregoing 
indicate that the improve- 
ment noted in new pagsenger car 
sales in July was carried over into 
the current month. The improve- 
ment in this section of the ccuntry 
is one of the most encouraging fac- 
tors in the present automotive situ- 
ation. Automobile sales in these 
states have shown severe declines 
for the past year, the falling off 
having been one of the sharpest re- 
ported by any section of the coun- 
try. 

Here are the July registrations of 
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the above states, as compared with 
a year ago and with June of this 
year: 

June 
1931 
11,241 
4,251 
10,653 
3,998 
12,003 
3,906 


July 
1931 

13,874 
4,574 
9,161 
4,992 


July 
1930 
Illinois 
Indiana .... 
Michigan . 
Minnesota 
Ohio 10,543 
Wisconsin .. 5,206 


FINEBURG’S, INC., BUYS 
TRENTON CHRYSLER BLDG. 


Trenton, N. J., Aug. 24.—An- 
nouncement of the purchase of the 
Chrysler Building, 636-640 East 
State St., by Fineburg’s, Inc., of 10 
East Hanover St., was made today. 
It is the intention of the new 
owners to consolidate there the 
various activities of their business 
now located on East Hanover 
Street. 

The East State Street building is 
a four-story modern fireproof struc- 
ture containing 25,000 square feet 
of floor space and is well adapted 
for the distribution of automobile 
supplies and tires, the type of busi- 
ness in which Fineburg’s is en- 
gaged. 


|ALABAMA FREE ROLLING 


OPENS IN BIRMINGHAM 
Birmingham, Ala., Aug. 24.—Ala- 
bama Free Rolling Corporation, @ 
new automobile accessory firm, has 
opened for business at 404 A North 
2ist St. 
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Four-Day Co-operative Sale 
Staged by Wisconsin Group 





ties was 15 to 1. There were no 
bank loans or funded debt. 
Consistent Improvement has been 
shown in earnings for each quarter 
of this year and despite the dis- 
bursement of $864,344 in dividends, 
the net working capital remains 


HEBOYGAN, Wis. Aug. 24.—A pany, Martin-Ackermann, Inc., Marx | approximately the same as the be- 


four-day co-operative used car 
sale was staged recently by fourteen 


local automobile dealers, members of | 


the Automotive Division of the As- 
sociation of Commerce. Approxi- 
mately 200 automobiles were dis- 


played by the dealers on a large lot | 


within the city. Each dealer ar- 
ranged his cars in a separate sec- 
tion with competent men present to 
give complete information. 

The first day of the sale fell on 
“Dollar Day,” when all the stores in 
the city were co-operating in offering 
dollar bargains to the people of the 
city as well as surrounding com- 
munities. The event was heavily 
advertised and attracted hundreds 
of people. A center spread was used 
by the automobile dealers advertis- 
ing the event, each dealer listing 
especially attractive bargains. 


Dealers participating included the | 


Hamacheck-Bleser Company, Kor- 
man-Schmidt Auto Company, S-V- 
T Nash Company, Eastern Wiscon- 
sin Motor Company, Helming Bros., 
Schilder-Grote, Inc., W. A. Knaak, 
Motor Company, 
Company, 
Company, North 
pany, Sheboygan Motor 


Car Com- 


R. H. Thieman | 
Schneidewind Motor) 
Side Auto Com-| 





Motors and Heuer-Wilbert, Inc. 


RAYBESTOS-MANHATTAN 
MAINTAINS AN UPWARD 
TREND IN HALF YEAR 


Passaic, N. J., Aug. 24—Ray- 
bestos-Manhattan, Inc., of Passaic 


reports first half net income of 
$580,179.48, equal to 86 cents a share 
on the common _ stock, compared 
with $825,499 or $1.22 a share, in the 
first half of 1930, and $331,271.01, 
or 49 cennts a share during six 
months ended December 31, 1930. 

A statement by the company said 
business this year has maintained 
a consistent upward trend, which 
has continued to date, and that op- 
erations in the second quarter 
showed a substantial improvement 
over the first quarter. 

All of the company’s divisions 
operated at a profit during the half 
year. The company’s balance sheet 
at the end of June showed cur- 
rent assets of $8,266,178.05, includ- 
ing $3,126,606.41 of cash and cash 
funds. The current liabilities were 
$553,314.11 and the ratio between 
;} current assests and current liabili- 


ginning of the year. Substantial 
economies have been effected and 
the divisional budgets indicate that 
further ones in prospect will be ac- 
complished with good results. 

The directors declared a dividend 


of 40 cents per share, payable 
September 15, to stockholders of 
record August 31, 1931. ~« 


A. R. JONES RETURNS 
FROM EUROPEAN TRIP 
Indianapolis, Ind., Aug. 24.—A. R. 
Jones, partner in the firm of Jones 


| & Maley, Inc., De Soto distributor 


here, has returned to his office fol- 
lowing an extended vacation in 


which he visited several countries in |. 


western Europe. He was accom- 
panied by Mrs. Jones and O. J. 
Litzelman of Litzelman & Rawlings, 
associate De Soto dealer here, and 
Mrs. Litzelman. 


STUDEBAKER CORP. REPORTS 
GAIN IN STOCKHOLDERS 
New York, Aug. 24.—Studebaker 
Corporation has 31,028 stockholders 
as of August 10, 1931. This is the 
largest number of stockholders in 
the history of the corporation and 
compares with 29,348 in August, 1930, 
and 20,051 in August, 1929. 





chase of automobile brake linings, 
distributors and parts, including « 
electric parts and tool specialties. 

52957—Addis Ababa, Ethiopia; pur- 
chase of automobile repair machin- 
ery and equipment. 

52858—Milan, Italy; purchase of 
automobile trailers for touring. 

53057—Chiclayo, Peru; agency for 
automobile accessories, 


Foreign Trade 
Opportunities 


Washington, D. C., Aug. 24.—For- 
eign automotive trade opportunities 
just announced by the automotive 
division of the Bureau of Foreign 
and Domestic Commerce of the De- 


partment of Commerce are listed| 53088—Berlin, Germany; agency 
below. for automobile accessories. 
Additional information may be| 52980—Auxerre, France; agency 


for automobile accessories, hardware 
and service station equipment. 

52981—Paris, France; agency or 
purchase of automobile accessories 
and metal tire covers. 

53084—Bucharest, Rumania; pur- 
chase of automobile pistons, piston 
tings and piston pins. 


obtained from the bureau and its 
district and co-operative offices by 
duly registered firms or individuals 
upon written request, giving the op- 
portunity number. 

52856—Ringsted, Denmark; agency 
for automobile accessories. | 





52967—Berlin, Germany; agency 
or purchase of electric automobile 53115—Dublin, Ireland; agency 
accessories. and purchase of automobile acces- 
sories. 


52854—Toronto, Canada; agency 
or purchase of automobile accessor- 
ies, parts and garage equipment. 

52956—Nagasaki, Japan; purchase 
of automobile accessories, parts and 
repair tools. 


53214—Koenigsberg, Germany; 
52855—Rio de Janeiro, Brazil; | 


purchase of automobile accessories, 
best grade. 

53113—Berlin, Germany; purchase 
of automobile accessories, electric. 

53112—Wellington, New Zealand; 
agency for automobile accessories 
and replacement parts. 

53116—Barcelona, Spain; agency 
for automobile accessories and re- 
placement parts. 

53128—Milan, Italy; agency for 
automobile body building accessories 
and garage tools. 


agency for automobile accessories 
and parts. 
52853—Medan, Sumatra; agency 
or purchase of automobile acces- 
sories and parts. 
52914—Bombay, India; agency for 
automobile accessories and parts. 
52857—Hamburg, Germany; pur- 


Cumulative New Commercial Car Registration Statistics, July, 1931 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Mlinois, which are supplied by the Robinson Advertising Service, Springfield, IlL., 


and New Jersey, which 


are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Some of this data has been published previously, but it is given here complete for the convenience of 


our subscribers. 


In this table 26 states and the District of Columbia. 








Reades desiring county, city or town lists, or lists in any given section, may obtain these by addressing any of these three companies. 
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You asked it of your landlord . . . You asked it 
of your grocer... You asked it of your tailor 


and got it! 


'NOW, if you ask it of 


YOUR MAGAZINES . .. 


You'll find that Liberty has already given it! 


COMPARE 
With Any 
Other Magazine 


HOW MUCHP 


Liberty averaged 2,401,416 weekly 
circulation for 1930, 2,411,000 for 
the first half of 1931. 


WHOP 


Liberty is deliberately edited for 
both men and women. It is read 
by ‘2,750,000 men and 3,009,000 
women. Result records have been 
breken for men’s and women’s 
products alike. 
80% of all Liberty families above $2,- 
000 income class 65.8“ U.S, average 
52% own homes 37% U.S. average* 
84% have telephones 

39% U.S. average 
58% have radios 46% U.S. average 
50% have vacuum cieaners 

37% U.S. average 
34% have electric washers 

29'c U.S. average 
15% have mechanical refrigerators 

8% U.S. average 


*Jn cities covered by Starch Survey 


WHERE?P 


Liberty concentrates three-quar- 
ters of its circulation in cities over 
25,000 population. Liberty places 
“more circulation here (where 
three-quarters of all retail business 
is done) than any other magazine. 


HOW READ? 


Liberty is wanted enough by its 
readers, that 99% of them buy vol- 
untarily week after week. No ex- 
pensive subscription crews are nec- 
essary to sign up readers 6 months 
or a year or two in advance. 99% 
single copy circulation is 99% guar- 
anteed-to-be-read circulation. 


Then, instead of burying 90% of 
its advertisements after the start 
of the Jast story, Liberty alternates 
advertisements and story leads 
throughout the book. Surveys show 
this nearly doubles readers-per- 
advertisement, 
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ALIITIVAO 


OU are supposed to be living for 30 

per cent less money than you did five 
years ago. And you’re supposed to be get- 
ting 30 per cent less for your product. 


Now comes Liberty to give you maga- 
zine coverage at 35 per cent less cost. 


What Has Happened? 


Many publishers have answered the 
question of rising magazine costs in the 
face of a declining commodity market by 
increasing the physical attractiveness of 
their properties. 


Liberty, on the other hand, since its 
acquisition by Macfadden Publications, 
Incorporated, has embarked on a pro- 
gressive plan of improvement—with ad- 
vertising costs 35 per cent below 1926. 


Editorial quality is being stepped up 
to the tune of $100,000 a year. 


Two steps of paper stock improvement 
have already occurred. The third, involvy- 
ing the biggest quality paper contract 
ever placed by a single magazine—and 
an expenditure of $160,000 more a year 
—comes into effect with the issue of Jan- 


uary 2nd, 1932. 


And Liberty’s advertising cost will still 
remain 35 per cent below Pre-Depres- 
sion levels. 


What Your Dollar Buys Today 
Liberty. . . . . . . 565 families 
Average of 3 Weeklies. . 377 families 
Avesage of 2 Monthlies , 391 families 
Average of 6 Women’s 


Magazines. . . . . 286 families 


Project this on the basis of your Post- 
Depression appropriation and you find 
that Liberty will spread your coverage: 

50 per cent more than other Weeklies 


45 per cent more than Monthlies 
98 per cent more than Women’s Magazines 


Theyre Asking It of Liberty! 
92 advertisers and 38 agencies have 
asked Liberty to help find profit in pres- 
ent conditions. 


Within 60 days of the announcement 
of new management, they had placed 
$1,521.677 in new orders. 


And as 1931 Fall and 1932 Spring lists 
come up in increasing numbers, con- 
tracts pour in to Liberty at a constantly 
accelerating rate. 


Present conditions demand more than 
passive interest in this new advertising 
opportunity ... more than a “request for 
rate card.” 


Today, you are warranted in writing! 
“Put me under the obligation of having 
requested a representative to call.” 

on > oa 

Phe address is 420 Lexington Avenue, 

Room 2713, New York City. 


Liber Cy. .. a weekly for the whole family 
PRICED FOR POS'7-DEPRESSION 
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DODGE 


WITH PLYMOUTH 
OFFERS MATCHLESS COVERAGE 


OF PASSENGER CAR AND TRUCK MARKETS 


DODGE EIGHT - - 10.0% 
DODGE SIX = = = 21.1% 
PLYMOUTH - «+ - 65.5% 


tora. 96.6% 


HIGHER 
PRICED 
3.4% 


DODGE HEAVY DUTY - 8.2% 
DODGE STANDARD - 89.9% 


rora, 98.1% 


96.6% OF PASSENGER CAR MARKET 


98.1% OF TRUCK MARKET 
PLUS TAXICABS, SCHOOL BUSES AND SERVICE 


This is a good time to take stock of your 
selling opportunity —to see if it is big enough 
to be fair to your experience, resources 
and ability. » » With the Dodge Six, Dodge 
Eight, and the sensational new Plymouth, 
you could have 96.6% of all passenger car 
buyers as your prospects. » » With Dodge 
Standard and Heavy-Duty Trucks, you could 
be prepared for 98.1% of all commercial 
hauling needs. » » You could have still 


further extra volume from School Buses and 


Taxicabs. » » You could have for your serv- 
ice department the broad scope covered 
by all these vehicles . . . and there are 
many of them in every community. » » Dodge 
offers all of these advantages in one great 
dealership. And, in addition, permanence, 
stability and intelligent cooperation. 
» » Write to A. van Der Zee, General 
Sales Manager, Dodge Brothers, Detroit, | 


for complete facts. Your communication 


will be handled in strict confidence. 


DODGE BROTHERS 





